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in 
1939 

The vote won't be cast 
until about 4:30 p. m., 
Sept. 21, in Houston, but 
the national council at 
that time will select St. 
Louis for the 1939 con- 
vention of the National 
Association of Life Under- 
writers. For the past few 
years we St. Louisans 
have tried to prove that 
we earnestly desire to be 
convention hosts. We do 
not make the invitation 
lightly. We understand 
the amount of work that 
the host city must devote 
to the creation of a con- 
vention of the excellence 
to which the National As- 
sociation has become ac- 
customed and to which it 
is entitled. We are pre- 
pared and eager to en- 
gage upon that work. We 
know that the Texans will 
produce a new high in 
conventions, but that 
doesn't daunt us. S&t. 
Louis will merely have to 
set a newer high in 1939. 
On to Houston! On to 
St. Louis! 
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WANT 
COMPLETE PROTECTION 


More prospects are being educated to 





plan and buy their insurance programs to 
assure them COM PLETE PROTEC- 
TION. Protection against all 3 forms of 
income loss — Accident, Health and Life. 


Little wonder then that B.M.A. salesmen 
in thirty states and the District of Columbia 
afe enjoying an ever increasing volume of 
business. They have the advantage of offer- 
ing their prospects what they want to buy— 
COMPLETE PROTECTION — which 
must include Accident, Health and Life 
Insurance. 


W. T. Grant, President 
J. C. Higdon, Vice-President in Charge of Sales 


BUSINESS MEN'S 
ASSURANCE CO. 


KANSAS CITY, MO. 














A SILENT PARTNER 
THAT IS NOT VERY 
“SILENT” 


& 
The Shield Man has a power- 


ful partner working hand-in- 


hand with him in the field. 


This partner is the Company's 
own 50,000-watt radio broad- 


casting station— 


ws M 


—on the air eighteen hours out 


of every twenty-four. 


For thirteen years now, WSM 


has been making friends for 
the Shield Man and for the 


Company, and, as a result, there 


are few localities where the 


the Shield Man is a stranger. 
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Probe to Stress 
Lack of Control 
by Policyholders 





Report Is Federal Inquisi- 
tos Will Spotlight 
Oligarchy Charges 





The federal monopoly investigation 
will, in its life insurance phase, lay great 
stress on charges that mutual life com- 
panies make scant effort to encourage 
their policyholders to take an active 
part, or any part whatever, in the man- 
agement of their companies. At least 
that is the report that comes from well 
informed financial circles outside the in- 
surance business. 

Two known points lend credibility to 
this report. One is that emphasis on 
this angle would, if proved, bolster the 
government’s contention that the na- 
tion’s giant corporations, despite broadly 
spread ownership in many cases, are for 
practical purposes within the control of 
relatively a few persons. Hence, ac- 
cording to the grapevine, the inquisitors 
can be expected to inquire why greater 
efforts are not made to encourage pol- 
icyholders in mutual companies to exer- 
cise their rights of control over the af- 
fairs of their companies. 


Means’ Role Eyed 


The other point tending to corrob- 
orate this report is that Gardiner C. 
Means, chairman of the national re- 
sources committee and a power among 
the investigators, is one of the most elo- 
quent apostles of the concept that stock- 
holders in general have little to say 
about the management of their compa- 
nies, the real control being in the hands 
of insiders. 

Observers of previous federal investi- 
gations are strongly of the opinion that 
in view of the attitude at Washington 
life companies, along with other institu- 
tions slated for investigation, will be put 
very much on the defensive and that 
they had better make their defenses as 
convincing as possible and in language 
that will be readily understandable and 
Persuasive to the man in the street. 
Otherwise the public may draw some 
unfortunate inferences. 


Must Answer Implications 


There is not likely to be any doubt 
as to what the investigators will be driv- 
ing at as they question the witnesses. 
But unless the answers are equally clear, 
the man who reads about the hearings 
on his way home from work is going to 
remember what the questioner asked— 
and particularly what he implied—much 
better than any accurate but abstruse 
answer, 

It would be easier to estimate what 
Course the federal monopoly investiga- 
ht will take if there were a better 
knowledge of the New Deal’s basic ob- 
Jectives. Apparently President Roose- 
velt and his advisers want to make 
things better for everybody and are so 
anxious to go down in history as having 








Supplementary Group Plans 
Show Big Increase 





Parkinson Cites Gains in Hospi- 
talization, Accident and Retire- 
ment Annuity Coverages 





President T. I. Parkinson of Equitable 
Society issued a statement on the group 
insurance situation that was timed for 
Labor Day. 

“Labor Day,” he declared, “takes on 
new significance when it is made the 
effective date for wide expansion of the 
group idea. 

“Group life insurance, extending the 
employe’s pay envelope in the event of 
death, is now the rule rather than the 
exception in American industry and wide 
adoption of the supplemental group 
coverages is the next logical step. It 
is a happy expression of employer-em- 
ploye cooperation that so many supple- 
mental plans are becoming effective at 
this time, making Labor Day a new and 
important date in employe security.” 

In the first eight months of 1938 
Equitable Society, he said, registered its 
best group insurance production—meas- 
ured by the number of applications re- 
ceived from employers—for any similar 
period in its history. 


Supplementary Plans Grow 


For many years only group life insur- 
ance was available to employes. How- 
ever, as the companies offered insurance 
against hazards other than death, em- 
ployers recognized the need and began 
to provide protection against disability 
supplemental to the primary coverage. 

The disability coverages now available 
are group accident and health, group 
hospitalization and group accidental 
death and dismemberment. 

In recent months indemnity for sur- 
gical operations, to a maximum of $150 
for one disability, was made available 
in connection with group hospitalization 
insurance. 

The more than 800 applications re- 
ceived by Equitable in the eight months 
ended Aug. 31 exceeded the number 
entered in the same period of 1937, the 
best previous year, by 70. 

Particularly large increases were re- 
corded in group hospitalization and 
accidental death and dismemberment as 
well as the retirement annuity coverage 
indicating, said Mr. Parkinson, a desire 
on the part of employers to provide 
more comprehensive group protection 
for the members of their organizations. 

“One of the most significant features 
in the establishment of all types of 
group insurance,” concluded President 
Parkinson, “is the whole-hearted par- 
ticipation of American workers in con- 
tributory plans. Few group installa- 
tions in the last few years have résulted 
in less than 95 percent of the employes 
participating in the plan and in innum- 
erable cases the participation has been 
100 percent.” 








done so that they have no hesitancy in 
violating what many believe to be sound 
economic principles or risking the dan- 
gers that go with centralizing all au- 
thority in the national government. 
(CONTINUED ON PAGE 7) 





Joint Meeting of Actuaries 
to Have Timely Topics 


Visitors from Great Britain Will 
Be Present and Participate in 
Discussions 





Announcement has been made of the 
joint meeting of the Actuarial Society 
of America and the American Institute 
of Actuaries at the Waldorf-Astoria, 
New York City, Oct. 5-7. An invitation 
was extended by the actuaries to a num- 
ber of British actuaries to attend this 
meeting. On the morning of Oct. 5 will 
be the semi-annual meeting of the Ac- 
tuarial Society of America and later in 
the morning a joint session. The topics 
for discussion will be “Mortality Inves- 
tigation and Selection of Risks,” “Insur- 
ance (including non-medical business) 
and Annuities,’ “Collective Mortality 
Investigations,” with particular refer- 
ence to current experience and the con- 
tinuous study, “Selection of Risks,” 
“Extra Ratings for Occupations, Habi- 
tat, etc.” 


American Institute Meeting 


The American Institute of Actuaries 
will hold its semi-annual meeting the 
morning of Oct. 6 with a joint session 
following, the theme being “Invest- 
ments.” The subdivisions are invest- 
ment policy of life companies with ref- 
erence to security of principal, rate of 
return, diversification as to type, period 
to run, etc., and marketability; rate of 
interest earned with general reference 
to current trend, extent of guarantees 
in insurance policies and annuities, etc., 
and finally valuation of assets and lia- 
bilities. 

In the afternoon there will also be a 
joint session, taking up the subject of 
“Policy Contracts” covering general 
provisions with particular reference to 
incontestability, suicide clause, settle- 
ment option clauses and agreements, 
non-forfeiture values, rate of interest on 
policy forms, actuarial basis of premi- 
ums, reserves and non-forfeiture values, 
participating and non-participating con- 
tracts with regard to life insurance and 
annuities. 

On the morning of Oct. 7, there will 
be a joint session, the general topic be- 
ing “Social Security Plans” considering 
old age benefits, widows and orphans 
benefits, unemployment insurance and 
invalidity. At each of the joint sessions 
the discussion will be opened briefly by 
selected speakers, British, American and 
Canadian. 

A banquet will be held the evening of 
the first day. 





Futz Favors Holgar 


Johnson for President 


Building Prospect 

Best in Decade 

Statistics Show 
ahidssatihis tiie Shows 


Big Jump in Contemplated 
Construction 





NEW YORK — Prospects in the 
building industry are brighter than at 
any time during the last ten years, ac- 
cording to C. B. Louden, of the F. W. 
Dodge Corporation’s research and sta- 
tistic division whose article occupies the 
leading position in the current Real 
Estate Record. 

This information is regarded as par- 
ticularly significant because of the wide 
scope of the Dodge organization, the 
comprehensiveness of its statistical de- 
partment and the amount of fact finding 
that goes into its reports. The Dodge 
corporation gathers real estate statis- 
tical information from 37 states east of 
the Rocky mountains, employing 600 
men on a full time basis to do this work: 
The Federal Reserve bank quotes the 
F. W. Dodge report in its statement 
rather than those of the Department of 
Labor. 


Much Construction Planned 


The article points out that increased 
building expenditures in the future are 
indicated not only by the recent upturn 
in construction contracts, but also by 
the jump in the amount of construction 
contemplated for which contracts have 
not yet been awarded. Over a period 
of 15 years the volume of contemplated 
building as reported in the Dodge surveys 
has averaged about 50 percent greater 
than the total of contracts awarded or 
work started. This differential repre- 
sents the amount by which plans shrink 
down to actualities. Today, however, 
contemplated work instead of being 50 
percent greater than contracts awarded 
or work started, is almost four times 
greater than the contract award totals. 

The record of contemplated buildings, 
when properly used, provides an ex- 
tremely accurate indicator of the future 
demand for building, and an accurate 
means of anticipating changes in the 
trend of buildings before those changes 
are generally recognized. 

While the’ volume of contract awards 
is still down for the year to date as com- 
pared with 1937, Mr. Louden’s article 
states that if the trend noted at the mid- 
dle of this year should continue, as ap- 
peared likely, not only would the ac- 

(CONTINUED ON PAGE 7) 








EIGHTY-FOUR, PA.—Joseph Futz, 
prominent life underwriter and insur- 
ance agent of this place, came out un- 
equivocally this week for Holgar John- 
son of Pittsburgh for president of the 
National Association of Life Under- 
writers. “Mr. Johnson,” Underwriter 
Futz exclaimed, “has all the attributes 
of a leader and will add luster to the 
association. His talent as a_ public 
speaker beggars description. Holgar 





Johnson may live in Pittsburgh but he 
is the idol of the life underwriting fra- 
ternity of Western Pa.” 

Mr. Futz states that he intends to go 
to the great state of Texas and make a 
seconding speech for Mr. Johnson if he 
places a 10 that he has ordered out for 
Herman Plotz, who bought a 5 the 
other day, and if his company will pay 
Y% his room rent at the Rice Hotel in 
the great state of Texas. 
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Savings Bank Insurance 


New York Act Is Explained by Chairman 
of the Committee of the State Underwriters 





S. L. McCarty, chairman of the com- 
mittee of the New York State Life 
Underwriters Association that had 
charge of the plan following the savings 
bank legislation passed by the last legis- 
lature, has gotten out some questions 
and answers regarding this act which are 
very enlightening. They are: 

1. Who is eligible to issue savings 
bank policies? 

Any savings bank which has asked for 
the privilege and complied with the re- 
quirements. Note we said “Savings 
Banks”—this does not mean savings de- 
partments of commercial banks, nor fed- 
eral loan associations, nor industrial 
banks, etc. 

2. What is behind the policy in the 
way of assets after it is issued? 

Twenty thousand dollars which is held 
by the issuing bank. In addition the re- 
serve portion of premiums collected by 
‘ the bank. Do not confuse this with the 
additional $5,000 that the bank must set 
up for expenses. The assets of the bank 
are not behind the policies initially or 
at any future time. They are entirely 
divorced from any responsibility to any 
policy. 

Ree ie 

3. Where does the $20,000 come from? 

It is raised by selling $100 certificates, 
bearing interest not to exceed 6 percent, 
to anyone who wishes to purchase them. 

4. What is the general insurance guar- 
anty fund? 

Four percent of the premiums col- 
lected, will be held by the state insur- 
ance department in a fund for the bene- 
fit of all banks in the plar. The state 
offers no guarantee of any funds at any 
time to pay death claims, or mature en- 
dowments or the like. Two savings 
banks side by side in a city are power- 
Jess to help each other out of any finan- 
cial embarrassment because of any loss 
experienced in the insurance depart- 
ments. It is possible for the insurance 
department of a savings bank to go 
bankrupt and in no way affect the solid- 
ity. of the bank itself. We hope the pub- 
lic will not attribute the weaknesses of 
the insurance departments of banks to 
the banks themselves—this might be 
tragic and truly unfortunate and we of 
the underwriters’ association must do 
all in our power to prevent any such 
public concept. 

* 

5. What does the law say about a re- 
sponsible person to. answer questions 
about the life insurance sold? 

The law is peculiarly lacking in this. 
It not only does not require any person 
to be a licensed life agent but it does 
say that the trustees of the bank may 
appoint with the superintendent’s per- 
mission, anybody to act as agent with- 
out license, for the purpose of accepting 
applications, accepting premiums, taking 
changes of beneficiary forms or any 
other like duty. This permission denies 
the necessity of the present law requir- 
ing qualified men to represent institu- 
tions issuing insurance. 

6. Who is really responsible for the 
management of savings bank life insur- 
ance? 

The superintendent of insurance 
through his appointees, not the bank, 








Insurance Paid Up 


and Assured Died 


OWENSBORO, KY.—“Well, 
my insurance is paid up and I am 
feeling better than I have in sev- 
eral years,” said Mrs. Alice Gobin, 
80, at Henderson. Then she fell 
dead. Mrs. Gobin, whose home 
was in Providence, had been mo- 
toring with friends. She collapsed 
A she stepped from the automo- 

e. 











(except for investments). He computes 
the rates and performs all the normal 
duties of management. At the end of 
the year he bills each bank for its pro- 


portionate amount of his expenses neces- 
sary to carry on the business. 

7. Can one bank charge one premium 
rate for ordinary life and another bank 
a different rate? 

It can not. 
8. Who says what the dividends will 
° 


be? 
The superintendent of insurance. . 
_9. How do the provisions of the poli- 

cies compare with regular companies? 


Stipulation of Law 


The policy forms and provisions have 
not been prepared as yet. However, the 
law does stipulate there shall be non- 
forfeiture. values at the end of six 
months. But it also stipulates that no 
premium notices need to be sent to any 
assured should he move outside of the 
state and if he forgets to pay the pre- 
miums, without receiving notices from 
the bank, the policy lapses and he is 
forced to take either paid up insurance 
or surrender it for its cash value. The 
reserve table used shall be anything 
that the superintendent of insurance may 
designate. We have always been for- 
tunate in having able superintendents in 
New York state but this provision gives 
more latitude to a public officer than 
has been found wise to give to any com- 
pany management. 

10. How much life insurance can a 
resident buy through the banks? 

The maximum is $1,000 in each bank 
and a resident may buy a maximum of 
$3,000 in all banks. 


Kristeller Names Committees 


L. P. Kristeller of Newark, the new 
chairman of the insurance section of the 
American Bar Association, has appointed 
his new committees. 

Chairman of the qualifications and 
regulations of insurance companies com- 
mittee is Prof. E. W. Patterson, Colum- 
bia University; health and accident 
insurance law, V. J. Skutt, Mutual Ben- 
efit Health and Accident, Omaha; fra- 
ternal law, A. W. Fulton, Chicago; 





unauthorized insurance companies, H. S. 
Moser, Chicago; life insurance law, John 
F. Handy, Springfield, Mass.; prospec- 
tive legislation committee, Louis Benson, 
Huron, S. D.; lay insurance adjusters, 
E. S. Gambrell, Atlanta; liaison com- 
mittee to confer with National Associa- 
tion of Insurance Commissioners, H. S. 
Moser, Chicago; special committee on 
taxation of insurance companies, E. M. 
Griggs, National Board of Fire Under- 
writers, Chicago. 

, Cooper of Detroit is general 
chairman of the membership committee. 


Supervisors Group Elects 


Newly elected officers of the Agency 
Supervisors Association of Northwest- 
ern Mutual Life are Bert B. Boyd, Kan- 
sas City, president, succeeding Harold 
Kaufmann, Minneapolis; Milo Flick- 
inger, Springfield, II1l., vice-president; 
John G. Darling, Milwaukee, secretary- 
treasurer. Members of the executive 
committee named are W. L. Monsen, 
New York, Zone 1; G. L. Grimm, Chi- 
cago, Zone 2; L. L. Archibald, Los An- 
geles, Zone 3. 


Would SSeeeee “Counselors” 


The licensing of all self-styled “insur- 
ance counselors” was called for by Com- 
missioner J. C. Blackall of Connecticut, 
speaking before the Connecticut General 
Life’s convention at Swampscott, Mass. 
Mr. Blackall was generally optimistic 
about the future, remarking that the cli- 
entele of the life insurance companies 
appears better today than it used to be. 

“All these people who put their names 
on a door as ‘counselors’ and then ex- 
amine bundles of policies that laymen 
bring in to them—how can we or the 
public tell their qualifications?” he asked. 
“We must have some definite check on 
them for the protection of those who 
seek such advice. In fact, these people 
should be licensed even before the regu- 
lar insurance agents.” 


Machris Had $525,000 Insurance 


A. L. Machris of Los Angeles, vice- 
president of Wilshire Oil Company, who 
died recently at the age of 58, is re- 
ported to have owned $525,000 of life 
insurance. Most of it was business 
insurance but some of it was for the 
benefit of Mrs. Machris. It is under- 
stood that Phoenix Mutual is interested 
to the extent of $200,000; Manufacturers 
Life to the extent of $50,000; Union 
Central $112,500 and Lincoln National, 
$62,500. 





Nollen Breaking Ground 





This shows President G. S. Nollen of the Bankers Life of Iowa using his 


trusty spade, breaking ground for the new home office building. 


In addition to 


this event it was President Nollen’s birthday anniversary and a beautiful floral 
horseshoe carrying streamers labeled “Happy Birthday” and “Good Luck” was 


on view. 
ceremony. 


Nearly 600 home office employes turned out for the ground-breaking 





Governor Allred of Texas 
Good Fellowship Speaker 
at Houston Convention 


J. V. Allred, governor of Texas, wil 
be a speaker at the fellowship luncheoy 
which will close the Houston conven. 
tion of the National Association of Life 
Underwriters, Sept. 19-23. Assistant Sec. 
_— of War L. A. Johnson will speak 
also. 

Thus the fellowship luncheon, started 
last year at Denver as a gala convention 
“wind-up,” assumes an even greater jm. 
portance at the 1938 meeting. Besides 
the talks by Governor Allred and As. 
sistant Secretary Johnson, a_ special 
musical program will be presented, and 
national officers, trustees, committee 
chairmen and headquarters staff, and the 
host association’s officials and conven- 
tion committee heads will appear before 
the session. 

Governor Allred last year spoke be. 
fore the meeting of the national council 
in Denver, and at the time received much 
of the credit for swinging the convention 
to Houston. 


Joint Convention Is Held 


Holgar Johnson of Pittsburgh and 
R. P. Gygli Combine Their Penn Mu- 


tual Forces in a Meeting 


A departure from regular procedure 
made the annual convention of the 
Holgar J. Johnson agency of the Penn 
Mutual at Pittsburgh an event of spe- 
cial interest, for this year the Robert 
P. Gygli agency of Columbus, O.., joined 
in an outstanding program at Bedford, 
Pa. Over 100 representatives and their 
wives attended. 

Special guests were Wallis Boileau, 
Jr., second vice-president, and W. F. 
Haldeman, associate counsel, from the 
home office. Osborne Bethea and Oren 
Howell attended from New York, and 
H. E. Wuertenbaecher, one of the mil- 
lion dollar producers, from St. Louis. 

Mr. Johnson, in his keynote address, 
pointed out the theme as changing from 
problem selling to purpose selling. “Pur- 
pose selling,” he said, “is an outline of 
a plan of living and securing. Most men 
have some purpose in life, but they never 
have taken time to look at it in its en- 
tirety.” 

Mr. Boileau discussed the “‘Persist- 
ency Rating Charts.” He pointed out 
that it is impossible to build a poor 
structure without adversely affecting 
one’s self, his general agent, company 
and clients. The proper and systematic 
use of these charts makes it possible for 
one to get down to rock bottom in the 
problems of prospecting and time con- 
trol, and by their use in connection with 
the business one writes, he will be aided 
materially in his selection of prospects 
and in the control of his own time. 

Mr. Wuertenbaecher told about his 
methods in a radio skit. 

Eric Johnson was chairman the sec- 
ond morning’s meeting and presented 
Mr. Gygli, who said: “Don’t sit around 
waiting for ideas to strike you. They 
never will. You have to look for them! 
There is no more powerful thing in the 
world than an idea whose time has 
come. The simplest ideas put in action 
bring results if you do something about 

“Beneficiary Agreements as an Aid to 
Income Selling’ was the topic Mr. 
Haldeman discussed. He tied the pur- 
pose selling idea in with his talk and 
at the same time, while he pointed out 
what agents could do with beneficiary 
settlements, he showed the companys 
desire to be helpful. 

One of the most practical items in the 
convention was the sales demonstration 
given by Mr. Bethea and Mr. Howell. 
Mr. Bethea was the prospect, and Mr. 
Howell, the salesman. Mr. Bethea dis- 
cussed the story behind the development 
of the program sale, and then he an 
Mr. Howell portrayed an actual case 
which had been sold recently. 
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Quebec Is Scene 

of John Hancock’s 

Leaders Gathering 
Honor Cox in $6,800,000 


Drive — Lynch Heads Gen- 
eral Agents 





> 

QUEBEC—With more representa- 
tives qualified than for any previous 
meeting, the annual convention of John 
Hancock general agency leaders opened 
here with the president’s dinner. Pres- 
entation of a special ten-day writing in 
honor of President Guy W. Cox, 
amounting to $6,800,000, was made by 
Paul F. Clark, general agent at Boston 
and retiring president of the General 
Agents Association. President Cox said 
that assets during the first seven months 
of 1938 increased $41,000,000, the largest 
in the history of the John Hancock, 
and insurance in force increased approxi- 
mately $25,000,000. : 

“You are to be congratulated on this 
showing,” said President Cox, “espe- 
cially in view of the present business 
conditions and the fact that life insur- 
ance is more closely tied in with general 
business conditions than ever before. 
However, we are fortunate that the 
effect of these conditions is in some 
measure being offset by favorably low 
mortality experience.” 


Officers Are Named 


Lloyd J. Lynch, Minneapolis general 
agent, was elected president of the John 
Hancock General Agents’ Association. 
Mr. Lynch, who has been general agent 
in Minneapolis since 1929, was pre- 
viously in the life insurance business 
there for seven years. He is a graduate 
of the University of Minnesota and took 
the life insurance course at Carnegie 
Tech. 

Other officers are: Vice-presidents, 
Dan W. Flickinger, Indianapolis, and 
William B. Ackerman, Cincinnati; sec- 
retary, Robert M. Williams, Little 
Rock; treasurer, Harry S. Haskins, state 
agent at Des Moines. 

Directors elected are: C. A. Duffield, 
Philadelphia; Paul F. Clark, Boston; 
John A. Witherspoon, Nashville; Dwight 
Sayward, Portland, Me. 

Mr. Flickinger has spent his entire 
business career with the John Hancock, 
Starting in 1915 as an agent in the 
Indianapolis agency. He became gen- 
eral agent in 1932. Mr. Ackerman, who 
has been general agent at Cincinnati 
since 1927, has been with the John Han- 
cock for 28 years. He joined the com- 
pany in Cleveland in 1910. Mr. Wil- 
liams was a partner in Eakin & Wil- 
liams, which was appointed general 
agency for the John Hancock in 1926. 
In 1929 he became general agent in his 
own name. Mr. Haskins was made state 
agent for Iowa in 1918. He joined the 
company at Peoria in 1912, and became 
general agent at Albany in 1916. 


Wood Stresses Application 


J. Harry Wood, manager of general 
agencies, drew a parallel between the 
story of the siege of Quebec by General 
Wolfe and the position of the life insur- 
ance agent who has achieved success in 
his field. “We may have mastered the 
lundamentals; we may have done 
enough successful selling in the field 
that we can count ourselves somewhere 
near the top. We may have proven our- 
selves through the fire of actual work 
and accomplishments and yet if we 
accept all this as perfection and make 
our calls and presentations to our pros- 
pects in a routine way, without giving 
thought to each individual situation, we 
(CONTINUED ON PAGE 8) 








A. L. C. Medical Section to 
Meet in Hot Springs, Va. 








DR. B. F. BYRD 


The Medical Section of the American 
Life Convention will hold its 1939 an- 
nual meeting at the Homestead, Hot 
Springs, Va., June 27-29, Dr. B. F. Byrd, 
secretary, announced. Dr. A. J. Robin- 
son, medical director Connecticut Gen- 
eral, is program chairman; Dr. A. E. 
Johann, medical director Bankers Life 
of Iowa, is section chairman, and Dr. 
M. B. Bender, medical director Guard- 
ian Life, is vice-chairman. 

Dr. Byrd, assistant medical director 
National Life & Accident, has come to 
be the perennial secretary of the Medical 
Section, having served in that capacitv 
for a number of years. There is much 





Bar-Adjuster Squabble Held 
Unlikely to Hit Life Field 





Only Possibility Would Be in 
Handling of Disability and Acci- 
dent Claims 





Though there has been mention of a 
possible life insurance angle in connec- 
tion with current dispute between bar 
associations and casualty adjusters, life 
company claim executives do not look 
for the fight to spread to their province 
to any significant extent. The dispute 
centers around the adjustment of claims 
by casualty company adjusters or by in- 
dependent adjusters on behalf of casu- 
alty companies. There is a fire insurance 
angle, too, but it is less important. 

The lawyers contend that such adjust- 
ments constitute the practice of law and 
should legally be handled only by law- 
yers. The American Bar Association, at 
its recent meeting in Cleveland, agreed 
to the formation of a conference com- 

(CONTINUED ON PAGE 8) 








work to do in preparing a well rounded 
program for the medicos’ gathering, 
with thorough papers by nationally 
known authorities on medical and selec- 
tion subjects of current interest to the 
life companies’ medical men. In this 
work Dr. Byrd has proved himself very 
capable, greatly assisting the program 
chairman. 

As a result, the Medical Section meet- 
ings of the last few years have been 
especially profitable to member com- 
panies, some of the papers pointing out 
lines of investigation which in future 
may prove to be of great value to the 
companies. These studies have served 
to emphasize various underwriting and 
mortality trends that were not obvious 
and have been reliable guides in im- 
proving selection. 








to its guests. 


+ 


Independence Square 








THE HOUSTON CONGRESS 


Representatives of the great Field Battalion of life under- 
writers, and representative Company officials, will soon come 
together, at Houston, for their forty-ninth annual congress, 
the days being September 18, 19, 20, and 21. Houston, one 
of the brightest stars of the Lone Star State, will be a delight 


Salesmanship, in all its services, forms the body of the 
program, to be discussed in the general sessions and in the 
sectional roundtables. Through them the delegates. may carry 
home profitable, brand-new sales ideas and clarified old ones. 
The American College of Life Underwriters will present the 
insignia of Chartered Life Underwriter to a goodly number 
of successful candidates. Underwriting by and for women 
will receive separate attention from leaders in that prominent 
and ever-growing branch of Field work. The Million Dollar 
Roundtable, as usual, will discuss and celebrate. 
course, questions of what may be called national concern rela- 
tive to life insurance will be explored. 

In this momentous life insurance year we join all who con- 
fidently wish that the Houston Convention shall realize the 
hopes of everyone who in any way participates in it. 


+ 


THE PENN MUTUAL: LIFE INSURANCE CO. 
Ws. H. Kincstey, President 


And, of 
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PHILADELPHIA 




















St. Louis Perfects 
Plans to Clinch 
1939 Convention 


Will Make Impressive Dem- 


onstration at Life Under- 





writers Houston Meeting 





ST. LOUIS—Although St. Louis has 

the inside track for landing the 1939 
convention of the National Association 
of Life Underwriters, the executive com- 
mittee of the St. Louis convention com- 
mittee is taking nothing for granted and 
will enter a rousing bid at the forthcom- 
ing Houston rally. The committee con- 
sists of George L. Dyer, chairman; 
Fred T. Rench, treasurer; J. E. Calla- 
han, secretary, and H. H. Cammack, 
Adam Rosenthal, A. P. Shugg and 
Frank Vessar. 
_ Final plans for the St. Louis drive 
for the 1939 meeting were discussed at 
a breakfast meeting last Friday. M. L. 
Hoffman, assistant manager National 
association, was present. All members 
of the committee were present except 
Mr. Cammack, who was attending the 
convention of John Hancock Mutual in 
Quebec. 

In addition to the convention com- 
mittee St. Louis is sending a delegation 
of 50 to Houston. The 50 are symbolic 
of the 50 years that the National asso- 
ciation has been functioning. 


Distribute Souvenirs 


The committee plans to have souvenirs 
for distribution at Houston and also 
plans to carry out the carnation idea 
which has been the committee’s insignia 
now for several years. 

A four-page booklet has been printed 
and is now being distributed. It stressed 
the fact that Missouri is a strong asso- 
ciation and an important insurance state, 
and that all of the ten local associations 
in the state are urging that St. Louis 
be selected for the 1939 meeting. Pho- 
tographs of the officers and members 
of each of the ten local associations are 
included. These are in Columbia, Cape 
Girardeau, Hannibal, Kansas City, Jef- 
ferson City, St. Joseph, Joplin, Sedalia, 
Springfield and St. Louis. There is a 
group picture of those attending the last 
annual meeting of the Missouri associa- 
tion, and a view of down-town St. 
Louis. The central location of St. Louis, 
the “City Surrounded by the United 
States,” is brought out effectively. Cop- 
1es of the booklet have been sent to the 
national trustees, past presidents, chair- 
men of committees, national committee- 
men and state association presidents. 
Some 3,000 copies are being take to 
Houston for local distribution. 


Rosenthal to Be Spokesman 


Adam Rosenthal, national committee- 
man of the St. Louis association and 
past president of the St. Louis organi- 
zation, will present St. Louis’ invitation 
to the national council. The invitation 
will be seconded by James E. Callahan 
as president Missouri association, and 
Dallas Alderman, Kansas City, past 
president Missouri association. 

Fred Rein, general manager St. Louis 
Convention & Publicity Bureau, will ex- 
tend an invitation on behalf of Governor 
Stark, Mayor Dickmann of St. Louis, 
the St. Louis Chamber of Commerce 
and other civic organizations. 

Dick Oliver, secretary of the local fi- 
nance committee, will assure the national 
committeemen that St. Louis already has 
the money in the bank to finance its 
part of the meeting. 

The St. Louis delegation will leave 
for Houston on a special train at 2 p.m. 
Sunday, Sept. 18. 

In addition to the executive commit- 
(CONTINUED ON PAGE 7) 
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Announce A. L. C. Industrial, 


Financial Section Programs 


Discussions to 


Round Table 
Feature Chicago Meeting; Sev- 
eral Outside Speakers Secured 


Main program features of the annual 
meetings of the Financial and Industrial 
Sections of the American Life Conven- 
tion to be held at the Edgewater Beach 
Hotel, Chicago, during the annual 
gathering of the parent organization, are 
announced by Col. C. B. Robbins, man- 
ager and general counsel. 

Several authorities from outside the 
life insurance business have been 
secured to address the Financial Section, 
which will meet all day Tuesday, Oct. 
11. Alex Cunningham, vice - president 
and treasurer Western Life, Helena, 
Mont., will preside and in his annual 
address will sketch developments in the 
investment field affecting life companies. 

Allen Pope, president First Boston 
Corporation, New York City; R. Dana 
Skinner, economist, Townsend & Skin- 
ner, investment counselors, and Horace 
Russell, general counsel United States 
Building & Loan League, Chicago, also 
will speak on subjects to be announced 
later. 


Round Table Discussions 


Discussions of current investment 
conditions and methods of securing ade- 
quate yield, as usual in the Financial 
Section meetings, will make up a large 
part of the program. 

The Industrial Section meeting, to be 
held morning and afternoon Monday, 
will be presided over by F. M. Nettle- 
ship, secretary of agencies Equitable 
Life, Washington, D. C., who will open 
the first session with comment on indus- 
trial life insurance. 

Jacob S. New, second vice-president 
and counsel Eureka-Maryland Assur- 
ance, is to speak on “Some Legal As- 
pects of Industrial Life Insurance.” J. R. 
Leal, vice-president and secretary in- 
terstate Life & Accident, will speak on 
“Some Problems of Management.” 

In the evening there will be held an 
industrial insurance round table, start- 
ing at 7:30 p. m., with Mr. Nettleship in 
the chair. Representatives of companies 
writing industrial life insurance are in- 
vited to attend and participate in the 
discussions. Both sections will wind up 
with business meetings and election of 
officers. 


Sales-making facts and figures are 
given in the Little Gem Life Chart. 





President Phillips’ Views 
On Proposed Investigation 
Of the Life Companies 


President T. A. Phillips of the Minne- 
sota Mutual in the house organ of his 
company comments on the so-called 
“monopoly investigation commission” of 
Congress in which life insurance would 
be before the SEC. The intention, 
President Phillips says, is to inquire 
whether the business is monopolistic and 
whether it concentrates too great an 
economic power in too few hands. Com- 
menting on the proposed investigation, 
President Phillips says: 

“It is difficult to think of our business 
as a monopoly. Certainly, if it is, it 
must be regarded as a monopoly of the 
people. We are accustomed to think of 
it as a fine example of useful coopera- 
tive effort—surely in this case the peo- 
ple themselves must be the monopolists, 
as the major portion of the business is 
on the mutual plan where the millions 
of policyholders are the owners. 


Seen in Benevolent Form 


“If there is an undue concentration of 
economic power, I wonder if thoughtful 
opinion would not say it has been evi- 
denced in benevolent form. Probably no 
form of human endeavor has made 
greater contributions to the stability and 
security of the home and the nation. It 
must be self-evident that in all main 
essentials our companies have been man- 
aged primarily for the benefit of their 
policyholders, or they could not have 
made the progress they have in the years 
past. 

“Public officials, of course, have re- 
sponsibilities to meet, and if in a con- 
sidered judgment they believe an inquiry 
is in the national interest, it should not 
be opposed. It should be remembered, 
however, that the responsibility to safe- 
guard and protect the savings of 65,000,- 
000 of policyholders rests on their 
shoulders equally with that of the com- 
pany managements. 


Effect of Confidence Lost 


“Loss of confidence results always in 
widespread lapsation of policies and does 
real injury to and inflicts real loss on 
the policyholder. Avoidance of unneces- 
sary injury to public confidence is a re- 
sponsibility which must be assumed in 
this instance by the public officials. If 
an investigation must be made, it is to 
be hoped that it will be fair, impartial, 
and without bias or advantage to per- 
son or party and that it will be in com- 
petent hands and, finally, that it will be 
thorough and complete. You have a 
real interest in this business and like- 
wise a responsibility to policyholders the 
same as management.” 





Provident Mutual Life 
Holding Three Regionals 


First Meeting Is in Chicago This 
Week with Home Office “Fly- 
ing Squadron” on Hand 


The first of three regional conventions 
for agents of Provident Mutual Life is 
being held in ‘Chicago this week. The 
second regional will be at Hot Springs, 
Va., Sept. 14-17, and the third at Lake 
Placid Club, Lake Placid, N. Y. 

A total of over 700 registrations has 
been made. 

The themes and the patterns of the 
convention are identical in all three 
regionals, although different members 
of the agency force will address the re- 
spective meetings. Only the home office 
contingent will participate in all the 
meetings. Members of the home office 
“flying squadron” include. President M. 
A. Linton, Vice-presidents Willard K. 
Wise, E. W.-Marshall and F. Phelps 
Todd; M. L. Williams, manager of 
agencies; F. C. Morss, assistant man- 
ager of agencies; C. Sumner Davis, edi- 
tor of publications; Advertising Man- 
ager Nelson A. White and Agency 
Assistants E. M. Bechtel and E. A. 
Farrington. 

Topics for discussion 
fundamentals, planning, programming, 
selling the father for the son, selling 
the first policy, selling the family man, 
closing tactics, taxation, and business 
insurance. 

Agencies have been free to select 
their own convention. Roughly speak- 
ing, a minimum qualification of $50,000 
yearly is required for attendance, al- 
though exceptions are made for new 
agents, veterans, and agents who have 
been handicapped by illness. 

A similar regional convention was 
held at Del Monte, Cal., last April. 
There will be a small round table con- 
ference after the first of the year for 
which quarter million dollar men will 


qualify. 


include sales 


Management Papers Printed 


F. L. Rowland, executive secretary 
Life Office Management Association, 
and G. A. Hardwick are authors of 
papers appearing in the preprinted re- 
ports for the International Management 
congress, which will take place in Wash- 
ington, D. ‘C., Sept. 19-23. Mr. Hard- 
wick’s paper deals with the control of 
office work. Mr. Rowland’s is a critique 
commenting on the general problem of 
office management and the 10 papers 
presented under this heading. 





ADVERTISING CONFERENCE LEADERS 





HENRY H. PUTNAM 
John Hancock Mutual Life 


A. H. REDDALL 
Equitable Society 





SENECA M. GAMBLE 
Massachusetts Mutual 








Will Preside 





ARTHUR A. FISK 


At the annual meeting of the Insur- 
ance Advertising Conference to be held 
at Oyster Harbors Club, Osterville, 
Mass., Sept. 12-18, Arthur A. Fisk of 
the Prudential, the president, will be in 
charge of the business sessions. Mr. 
Fisk is one of the leading men in the 
organization. 








Crawford Elected President 


of International Counsel 


Milo H. Crawford of Detroit was 
elected president of the International 
Association of Insurance Counsel at the 
annual meeting at Mackinac Island. 
Other officers elected are: Vice-presi- 
dents, J. G. Sweet, San Francisco; G. L. 
Naught, New York, and J. M. Sweitzer, 
Wausau, Wis.; secretary, R. B. Mont- 
gomery, Jr., New Orleans reelected; 
treasurer, H. E. White, Norfolk, Va, 
reelected, and executive committee: 
W. C. Jainsen, Hartford; R. M. Noll, 
Marietta, O., and Willis Smith, Raleigh, 
Nz. 


More than 300 attended the gathering, 
which was presided over by P. E. 
Reeder, Kansas City, Mo., retiring presi- 
dent. Amendment to bylaws was 
adopted extending the association's ter- 
ritory to include Cuba and Mexico. 
R. M. Knepper, Columbus, O., as chair- 
man of the legislative committee, re- 
ported increased vigilance will be neces- 
sary in opposing inimical legislation 
expected during the coming _ heavy 
legislative year. Treasurer White re- 
ported more than $16,000 cash on hand, 
a substantial increase over last year. 
Secretary Montgomery reported net 
membership increase of 60. 


Western Commissioners 
Meet in San Francisco 


For the purpose of discussing mutual 
problems and matters of immediate in- 
terest to insurance commissioners of the 
western states, a three-day meeting of 
the Western Conference of Insurance 
Commissioners was held in San Fran- 
cisco. Those in attendance included: 
W. A. Sullivan, Washington; Hugh H. 
Earle, Oregon; "A. J. Hamm, Wyoming; 
R. L. Daniel, Texas; Roy B. Rummage, 
Arizona, and C. C. Neslen, Utah. The 
sessions gave the visiting commissioners 
opportunity to meet and be entertaine’ 
by Commissioner Rex B. Goodcell © 
California. F 

The letter of Commissioner Earle © 
Oregon invoking the zone convention 
examination rule and applying it to New 
York was thoroughly discussed. Com- 
missioner Earle said that he would have 
a statement as to the plan of action 
within the next two weeks. 
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Earle’s Policy on 
the Zone System 
Being Presented 





Oregon Commissioner Tells 
That He Desires Country- 
wide Uniform Examination 





SALEM, ORE.—Commissioner H. H. 
Earle has not given up his New York 
pilgrimage to make examination of New 
York companies although he has had to 
defer action. In Quebec at the annual 
meeting of the National Association of 
Insurance Commissioners he made the 
statement that he expected “to move on 





HUGH H. EARLE 


to New York” about the middle of July. 
His office has prepared a method to be 
followed in the examination of New 
York companies which he took to the 
Western Conference gathering at San 
Francisco last week. This was the first 
meeting of the kind that California’s 
new Commissioner Goodcell had _ at- 
tended. Mr. Goodcell stated that it was 
his intention to “pay especial attention 
to the operation of companies domiciled 
in other states which are writing busi- 
ness in California.” He also announced 
that he intended to increase the examin- 
Ing division of his department to “make 
possible more participation in examina- 
tions.” He further said that 85 percent 
of the business written in California goes 
to outside companies and he expressed 
the opinion that all such should be care- 
fully examined. 


Conferred with Examiners 


Before returning to Salem, Mr. Earle 
conferred with his own examining force 
now on an assignment in California at 
San Francisco and also examiners from 
other States who were in San Francisco 
on a_ similar mission. Commissioner 
Earle has stated very frankly that he has 
Not given up his intention of “moving on 
to New York.” 

It has been stated in this correspond- 
ence that other far west and mid-west 
commissioners have volunteered to as- 
Sist Commissioner Earle in his attempt 
= make the zone system of examina- 
1on countrywide and observed by all 
ti He calls attention to the exam- 
ge legislation which was adopted by 
co ational Association of Insurance 

ommissioners, presented first at the St. 
dine meeting and adopted at the Hot 
ae meeting. He declared that this 

r; a step in the right direction. 
aa Ommissioner Earle stated that he is 
pet Me Opposed to “examination 
Z Ss” and “junket examinations.” The 

ne system in his opinion has already 





clarified the situation. He said recently: 
“The cost of examinations is still much 
too expensive to the companies and I 
have every reason to believe that with 
the full and sincere cooperation of all 
the commissioners this will be reme- 
died.” 

In his recent address before the Ca- 
nadian commissioners meeting at Vic- 
toria, B. C., Commissioner Earle who 
was present went on record as being 
definitely opposed to federal supervision. 
He is of the opinion that the commis- 
sioners can obviate federal intervention 
only by conducting their inter and intra 
state administrations in a fair and equit- 
able manner. He said at Victoria: 


Earle’s Comment Given 


“Obviously, if any one state, or small 
group of states, places ridiculous fences 
about the home companies, or, assumes 
a ‘holier than thow’ attitude, jealousies 





and misunderstandings occur between 
states. 

“It was the sincere desire of the great 
majority of the members of the Na- 
tional Association of Insurance Commis- 
sioners that evenly divided and thor- 
oughly unprejudiced examinations would 
be the result from the zone system. It 
is still their belief that this will follow, 
if and when all the states comply, whole- 
heartedly and unselfishly. 

“Contrary to certain publicity which 
we have received, it is not our intent 
to ‘invade’ or ‘make pilgrimages’ into 
brother commissioners’ territory. Sim- 
ply stated, the situation is one that calls 
for action by members of the conven- 
tion to seek compliance from all the 
states in an adopted policy which can- 
not but benefit insurance administration 
and supervision. A number of us feel 
that the insurance companies are entitled 
to a systematized supervision and ex- 





amination. I have, yet, to contact a 
company official who does not subscribe 
to the intent of the zone system. 
“Without discussion of the legal phase 
of the matter, as to the rights of a state 
to restrict, inspect, examine or concede 
to a foreign or alien corporation (legal 
findings conceding those rights are 
myriad) and aside from that: I was to 
a great degree responsible for the adop- 
tion of the zone system. I wish it to 
be correctly interpreted and correctly 
operated. To this end I have volun- 
teered to introduce the system into terri- 
tory where it has been inoperative. 
Other states will be represented: The 
zone system will be followed to the full 
degree that the various zones care to 
participate. We are working toward 
harmony and unity of action. Despite 
a decidedly minority opinion otherwise, 
we believe fellow commissioners, given 
the opportunity, will “follow through.” 











EFARS to LEND 


ADED by dull repetition, few people hear all that goes 
on around them. The busy man closes his ears to the 
average sales presentation. He is as indifferent to it as 

to the sound of his own breathing or the tick of his watch. 

But bring him a new idea—an out of the ordinary 

thought—and he has ears to lend. It’s as simple as all that. 

Keeping on tap a constant stream of new ideas—new 

angles of approach—isn’t a simple matter, though. But 
the John Hancock believes it is worth the effort — and 
keeps its agents supplied with tested sales sentences, which 
help get the interview. 
Prospects “‘lend their ears” to the trained John Hancock 
representative because he brings them something in exchange 
for an interview—a new idea—a new approach—which 


commands attention. 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Guy W. Cox, President 
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News AsouTt LIFE POLICIES 








BY J. H. RADER 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Has Family Group Contact 


Continental Assurance Enters Field 
with Nonparticipating Form—Down 
to $500 on One Life 


Continental Assurance announces a 
family group form which is built around 
the endowment at age 65, nonpartici- 
pating. This provides life insurance on 
all the members of an immediate fam- 
ily in one contract and with a minimum 
per life of $500. The minimum total for 
two or more lives is $1,500 and maximum 
on one life $10,000. Age limits are birth 
to age 55, male and female. Complete 
medical examination of all applicants is 
required when more than $5,000 is ap- 
plied for. In case of death of one mem- 
ber, or when an endowment matures, 
proceeds are paid, premium adjusted and 
the insurance remains in force on the 
other lives. Proceeds, if desired, may 
be paid in annual or monthly instal- 
ments over a period of 1, 2, 3, 4, 5, 10, 
15 or 20 years, minimum instalment 
being $10. 

There are non-forfeiture provisions, 
cash and loan. Waiver of premium and 
double indemnity clauses may be added. 
Ilustrative rates per $1,000 (the joint 
premium rate is the total of the separate 
rates on the lives insured) are: 


Age Prem. Age Prem. 
. - $14.33 
-» 14.69 


Age Prem. 
$ 40.30 


-. 15.08 
-» 15.47 
3.. 15.89 
- 16.34 

- 16.81 

- 17.30 
+. 17.83 
-. 18.39 
oo 416.97 
25.. 19.60 
- 20.25 

- 20.95 


Rates on “Streamliner” Forms 


of Federal Life Announced 


Rates for the Federal Life’s 
“streamliner” policies, combining 
and accident-health insurance, are: 

Endowment Endowment 


new 
life 


vol 


cl peel el eel ee ee el el cl ed ed nd 
WAITTW DIAS WRAOWS 
oonoonsveocns 


_ 
AADC PS pcocoton nw WrH ee ee _ 
SRS ASN RR ower Ster SARS 


70.91 338.85 89.80 263.80 

: If double indemnity for 

dental death is not desired deduct 

from above annual rates or $2 
quarterly rates. 


Citizenship Pardon for Reece 


NASHVILLE, TENN. — Governor 
Browning has issued citizenship restora- 
tion pardons for J. I. Reece, former Ten- 
oe commissioner, and his brother 

em. 





New Participating Term Plan 


John Hancock Mutual Life An- 
nounces New Form — Liberal Privi- 
leges of Conversion 


Introduction of a new participating 
term to age 65 policy by the John Han- 
cock Mutual Life was announced at the 
convention of general agency leaders in 
Quebec. 

The new policy will be issued at rat- 
able ages 20 to 50 inclusive on standard 
lives only, for an amount not less than 
$2,500 nor other than a multiple of $500. 
It contains liberal privileges of conver- 
sion to permanent insurance forms prior 
to the policy anniversary nearest the 
55th birthday of the insured without 
medical examination. A new policy may 
be issued as of the original date upon 
payment of the difference in reserves; 
or a-policy may be issued as of the date 
of conversion, upon payment of the reg- 
ular premium rate for the insured’s age 
at that date, in which case any cash sur- 
render value of the policy to be con- 
verted may be applied toward the pay- 
ment of premiums under the new policy. 

The policy may be converted into a 
limited payment life or endowment pol- 
icy having a higher annual rate and not 
involving any other life for an amount 
not greater than the face amount of the 
policy nor less than $1,000. 

Under a special conversion privilege 
the insured may, if he becomes totally 
and permanently disabled under the con- 
ditions of any disability benefit provision 
in his policy, convert within the con- 
version period, into a policy on the en- 
dowment at age 85 plan, for the same 
amount—the policy to bear the date of 
conversion and contain the same total 
and permanent disability provision as in 
the original term to age 65 contract. 


General Mutual’s New Form 


C. M. Purmort, president of the Gen- 
eral Mutual Life of Van Wert, O., states 





that its new form, the “social security 
policy,” provides its agents with a con- 
tract which appeals to many prospects 
and thus. has stimulated production. 
Production during August was 66 per- 
cent more than in August, 1937. 

The “social security policy” is a sal- 
able contract providing options at ma- 
turity not generally granted with the 
usual form. It was prepared to fit in 
with federal social security, supplement- 
ing it by giving the working man a 
larger retirement income at 65 with life 
protection for his family while he is 
still young enough to provide. It also 
provides social security features for 
those not qualified to come under the 
federal act, such as farmers, professional 
men and employes of public corpora- 
tions. 


Dennis New Louisville President 


Foree Dennis, general agent Mutual 
Benefit Life, has been elected president 
of the General Agents & Managers As- 
sociation in Louisville. A. W. Finley, 
Penn Mutual general agent, is vice-presi- 
dent and W. R. Long, National Life, 
secretary. 

James Moss, Connecticut Mutual gen- 
eral agent, who is president of the Ken- 
tucky State Association of Life Under- 
writers, was designated as the official 
representative of the Louisville managers 
association at the Houston convention of 
the National Association of Life Under- 
writers. 

Ed. Baker, manager John Hancock 
Mutual Life, the Louisville national com- 
mitteeman, is very active in stimulating 
interest among Kentuckians to attend 
the Houston convention. 


Discuss Detroit Plans 


Simplification of the by-laws, approval 
of a tentative program for the fall and 
early winter meetings and plans for the 
C. L. U. work this fall were discussed 
at a meeting of the directors of the 
Associated Life General Agents & Man- 
agers of Detroit. C. R. Eckert, general 
agent Northwestern Mutual, is presi- 
dent. 


Hays’ Connection: Noted 


In the official list of members sent 
out by the Million Dollar Round Table 
and published Aug. 19, H. W. Hays, of 
Rochester, N. Y., was listed as “inde- 
pendent.” He represents the Massachu- 
setts Mutual Life and has been with 
that company for a number of years. 





White Celebrates Progress 








Seated, left to right, R. F. Young, field supervisor; E. F. White, general agent; 
Sabel Bruce, brokerage supervisor; standing, C. V. Reynolds, district manager 
Wichita Falls; Jack Fenton, district manager Fort Worth. 


The E. F. White agency of the Con- 
necticut Mutual at Dallas has launched 
a sales campaign to run through the last 
four months of the year, its objective 
being the production of more business 
than in. any other four months in the 
history of the organization. The agency 
is ahead this year in paid business as 





compared with a similar time a year ago. 
In each consecutive year since the 
agency was established in 1933 it has 
shown an increased production. Paid- 
for business last year was $4,700,000. 
This year the goal is set at $5,000,000. 
General Agent White has a hard hit- 
ting organization. 








ee) 


RECORDS 


Union Central Life—For the first time 
this year, production of new business jn 
August was ahead of the corresponding 
month a year ago, both for life insurance 
and annuities. Total production for the 
month was $7,814,198, compared with 
$6,307,644 in 1937. Life insurance pro- 
duction was $5,283,166 compared with 
$5,278,960. The figures are regarded as 
significant, since no special effort was 
made in August to obtain business, and 
August marked another month in which 
production exceeded that for the pre- 
vious month this year, with but one ex- 
ception. With such encouraging activity 
in August, the company feels that it is 
off to a flying start for the fall season. 

Central States Life.—Field men paid a 
splendid tribute to Alfred Fairbank in 
‘‘President’s Month” when they wrote a 
record breaking volume of new business 
in August. Production exceeded that 
of any other month in 1938 and showed 
the unusual gain of 81 percent over Au- 
gust, 1937. Fairbank month was also 
distinguished as topping all but one of 
the last 32 months. Total new business 
for 1938 to date is now well in advance 
of the same period in 1937. According 
to President Fairbank, the prospects for 
the fall season are very optimistic. 
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New President 


—— 








H. G. GARRETT 





H. G. Garrett, insurance superinten- 
dent of British Columbia, becomes presi- 
dent of the Canadian insurance superin- 
tendents. He has taken a lively interest 
in the organization. 








Building Prospect 
Best in Decade 





(CONTINUED FROM PAGE 1) 


cumulated decline for 1938 be entirely 
made up but the upturn would be suffi- 
cient to result in the year’s total exceed- 
ing 1937 by 2 percent. 

There are two life insurance angles to 
the improvement in the building indus- 
try. The first, home office investment 
men are keenly interested in the increas- 
ing profitableness of real estate opera- 
tions. At the end of 1937, according to 
the Life Presidents Association’s fig- 
ures, life companies owned $1,967,000,000 
of real estate amounting to 8.1 percent 
of their assets. Ten years earlier, they 
owned $254,608,000, amounting to 1.9 
percent of assets then held. 


Better Field for Life Sales 


The other life insurance angle to the 
building improvement is that better 
prospects for life insurance sales are to 
be found in those industries and profes- 
sions which are enjoying prosperity. In 
this connection, the Standards Statistics 
Company has put out eight charts show- 
ing an upturn in business in the steel in- 
got, automobile, textile, department store 
sales, boot and shoe, electric power, 
_ contracts awarded, and gasoline 

ds. 

These charts show that steel ingot 
Production, though still below the aver- 
age for 1937, is up to about where it was 
this time last year; automobile produc- 
tion is going up rapidly, though still 





quite a way below last year; textiles are 
going up and are about even with last 
year at this time; department store sales 
are considerably below 1937 but trending 
steadily upward; the boot and shoe busi- 
ness has been going up and is consid- 
erably ahead of where it was at this 
time last year; electric power is doing 
likewise and building contracts awarded 
are about even with this time last year; 
gasoline production, which was the only 
one to show a sharp uptrend the latter 
part of last year, is currently going up 
steeply but has not yet caught up with 
last year. 


St. Louis Perfects 
Plans to Clinch 
1939 Convention 


(CONTINUED FROM PAGE 3) 


tee the 1939 St. Louis convention com- 
mittee includes: Frank M. See, attend- 
ance; C. Otto, cooperation with trust 
officers; A. E. Miller, Chartered Life 
Underwriters; W. Scott Smith, conven- 
tion sessions; R. P. Cranston, exhibits; 
Dick Oliver, finance; S. L. Morton, 
general agents and managers; Charles 
W. Fisher, hotel reservations; William 
‘King, membership; E. B. Stinde, mil- 
lion dollar producers; Gale F. Johnston, 
president’s ball and reception; Miss 
Alberta Allen, women underwriters; -W. 
H. Van Sickler, press; Bonaparte True, 
printing; C. H. Poindexter, publicity; 
H. E. Wuertenbaecher, reception; Ray 
Martin, registration; M. A. Nelson, spe- 
cial guests and invitations; James C-. 
Greene, supervisors; J. Pat Blake, trans- 
portation; Louis Scardamalia, informa- 
tion; George L. Dyer, Jr., young men’s 
division; Mrs. Howard H. Cammack, 
women guests, and Dallas R. Alderman, 
Missouri Association of Life Under- 
writers. 








Probe to Stress 
Lack of Control 


(CONTINUED FROM PAGE 1) 


There is quite widespread belief that 
the monopoly investigation is merely 
another step in a program which has 
as its eventual aim the federal control 
of prices and the licensing of all busi- 
nesses by the federal government. And, 
in this connection, there is no assurance 
that the insurance business can rely as 
securely in the future as it has in the 
past on the famous Paul vs. Virginia 
United States Supreme Court decision 
that insurance is not interstate com- 
merce. With the inevitable shifts in the 
personnel of the supreme court, ways 
might be found to reverse the Paul vs. 
Virginia decision, or at least nullify its 
effect, thereby putting insurance in the 
same boat with obviously interstate 
businesses. 








The 1938 Unique Manual-Digest is the 
best statistical source book buy of the 





year, $5. National Underwriter. 
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Report as of June 30 to Georgia Insurance Department 


Acme Life, Ga Capital 








All States, Ala n 
Atlanta MARR Ae ee a ig ene 3e0'000 
cankers Health & Life. . 150,300 
Olumbian National 2,000,000 
ederal Life & 450.000 
Fidelity Mutual : 
a Mutual, Neb eee ewes 
OF Trans Nebeis. ss) cet e. 
Massachusetts Mutual err 
atria Plas ofc ost fe On 437 500 
Mutual Benefit, No°3.2121112! y 
Northwestern Matted «Asan 20d ae 
profic Mutual .............. 1,000,000 
Pretim Health & Life, Ga::: —'100;000 
progressive Life, Ga......... 55,00 
FOLCCtiVe LAGE: siirskG. Pies 1,000,000 
Reserve Loan Life........... 200,000 
sronandoah La ener ne! Mag 500,000 
ern Life 50. 
State ‘Mutual,’ Gav. bee 
United Can.» 9... 2,000,000 
— ene i 
Volunteas ent, Life... 2.52. 300,000 


500,000 





————Six Months————,, 


Disburse- 

Assets Income ments 
15,757 $ 21,649 $ 21,509 
1,332,950 429,583 316,928 
3,149,462 1,193,024 1,039,148 
1,576,097 666,085 54,652 
45,206,60 3,955,807 3,125,693 
1,049,522 518,64 483,859 
120,357,274 10,999,904 7,891,971 
21,028,130 2,522,091 1,765,549 
98,264,631 10,565,337 7,589,905 
627,697,202 59,636,119 43,894,693 
1,983,347 427,451 390,568 
658,245,695 55,748,808 42,588,116 
1,206,788,903 104,439,769 76,082,016 
144,102,941 11,859,104 8,699,469 
779,958 476,060 453,865 

63,070 64,497 62,5 
11,026,057 1,620,084 1,131,502 

10,648,092 921,046 837,27 

8,375,410 1,630,759 1,468,954 

328,668 52,725 49,6 
1,309,500 110,653 186,224 
853,815,325 83,154,274 58,229,946 
11,947,223 2,021,988 1,409,609 
23,983 2,115,883 1,654,416 


Three St. Louis Mail Outfits 
Barred from Mails by U. S. 


ST. LOUIS.—The U. S. postal au- 
thorities at Washington have issued an 
order barring the American Benefit As- 
sociation, the Empire Benefit Associa- 
tion of America and the States Mutual 
Aid, all of which maintain headquarters 
in the Fullerton building here, from 
using the mails in the transaction of 
their business. 

The stop order came as the result 
of a sweeping investigation into the op- 
erations of the trio by A. F. Burt, post 
office inspector of St. Louis. Postoffice 
operators were on the trail of the con- 
cerns for about two years under the 
direction of W. L. Noah, chief post office 
inspector in St. Louis. Mr. Noah has 
stated that the results of the probe prob- 
ably will be presented to the federal 
grand jury. 

The concerns did not solicit business 
in Missouri, as they were not licensed 








by the Missouri insurance department, 
but worked through the mails on out-of- 
state prospects. The American Benefit 
and the Empire Benefit wrote life insur- 
ance while the States Mutual Aid dealt 
in life, accident and health insurance. 
The companies are Delaware corpora- 
tions and were organized in Illinois and 
Indiana. 

Mr. Burt said that A. Sloan Oliver, 
an attorney, formerly conducted the 
companies from the offices in the Fuller- 
ton building. Efforts to reach Oliver for 
a statement were unsuccessful. 

The postoffice department decided to 
check the companies following numer- 
ous complaints from persons with al- 
leged claims. About 3,000 persons made 
payments of $1 a month. Most of the 
policyholders reside in the south and 
middle west. Policies provided minimum 
and maximum benefits of $50 and $1,000. 





Prospect with accident and health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 





to self-supporting years. 
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A Baby Has to “Take It” 


So — may as well be resigned, during the helpless stage, to 
the good and the bad that’s bestowed. 


This ordering of one’s life by one’s elders has advantages, of 
course. People are always about when needed and a good 
home is a mighty comfortable place to grow up in. Takes 
planning and effort on someone’s part to maintain it. 


Planning — long range planning for home and all that goes 
with it — calls for insurance on father’s life. More and more 
the Family Income Convertible contract is being used. Its 
low rate makes practicable a larger than average amount of 
protection—enough usually to see even a small child through 
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Business Is Where 
You Find It... 


June was another record-breaking month for this com- 
pany. New life business increased 24.5% over last year, 
and for the first six months this year ran 35.7% ahead 
of a year ago. This was the tenth successive month of 
ghins over the previous year. 


Sales of accident and health insurance show similar 
gains, June production breaking all monthly records in 
the 24 years history of the department. Commercial 
sales were 55% ahead in the first half of the year. 


These figures indicate that business is where you find it, 
and that the public is buying protection in substantial 
volume when offered the type of insurance which meets 
present day needs. Illinois Bankers Life agents have 
this kind in their sales kits. 


Attractive agency opportunities in Arizona, 
Illinois, Indiana, Iowa, Kansas, Missouri, 
Nebraska, Ohio, Oklahoma, South Dakota, and 


Texas. 


Karl B. Korrady, Vice-President 
Director of Agencies 
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ad EW can be induced to 
labor exclusively for posterity; and none will do 
it enthusiastically. Posterity has done nothing 
for us; and theorize on it as we may, practically 
we shall do very little for it, unless we are made 
to think we are at the same time doing some 


thing for ourselves.” 
—Abraham Lincoln 


That’s why it’s smart for the life under- 
writer to give retirement income a promi- 


nent place in the selling picture. 
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Quebec Is Scene 
of John Hancock’s 
Leaders Gathering 


(CONTINUED FROM PAGE 3) 


may not find ourselves at the end of 
the battle the victor, as was Wolfe. 

“General Wolfe realized that he could 
not take Quebec by attempting to scale 
the stone walls of the fort, so he 
manoeuvered to draw the French out 
where he could fight them on even 
terms. 


Intelligent Application 


“All of us in the insurance business, 
as well as in other businesses and pro- 
fessions, know that we can accomplish 
little, particularly in the field of selling, 
if we attempt by brute force to pound 
our ideas and plans into the heads of 
our prospects, but if, through planning 
and a series of intelligent questions and 
suggestions, we can draw our prospect 
out upon the freld of consideration where 
we have an even chance to pit our ideas 
against his prejudices, we then will 
usually succeed.” 


Security with Liberty 


The picture of the life insurance busi- 
ness is strong evidence that citizens may 
provide for their own security and re- 
tain their liberty, too, said Byron K. 
Elliott, vice-president and general coun- 
sel. “Life insurance spreads the burden 
thinly over the many. It is the per- 
fected method of relieving human suffer- 
ing in the place and at the time when 
distress is greatest. Life insurance oper- 
ates without lessening the independence 
or self-respect of its members. It makes 
available security not obtainable any- 
where else but the benefits are matters 
of contract and not largess. It is an 
agency for the common good that pre- 
serves the integrity of the individual.” 

Charles J. Diman, vice-president and 
secretary, told what the secretary’s de- 
partment is trying to do to help the 
field in accelerating and improving its 
service to policyholders. 

The convention closed at a breakfast 
meeting under the auspices of the John 
Hancock C. L..U.. chapter... Dr. S, S: 
Huebner spoke on “The Professional 
Trend in Life Underwriting.” 

(Additional John Hancock convention 
talks are given on the Sales Ideas and 
Suggestions page of this issue.) 


Bar-Adjuster Squabble Held 
Unlikely to Hit Life Field 


(CONTINUED FROM PAGE 3) 


mittee consisting of five members rep- 
resenting the bar and five representing 
the insurance interests. The committee’s 
function is to bring disputants together 
in cases involving the alleged practice 
of law by adjusters but it has no power 
to settle matters by arbitration. 


Disability Possible Angle 


‘Since life insurance claim contests are 
relatively rare, the principal point at 
which the dispute could touch the life 
end of the business is in the handling of 
disability claims and accident and health 
cases for companies. writing these 
classes of business. 

In Alabama, where one of the hottest 
fights on adjusters is going on, the Bir- 
mingham Bar Association has brought 
suit to have the business of insurance 
adjusting declared to be the practice of 
law. This is asked under the Alabama 
declaratory judgment law. 

A statement by the defendants points 
out that if the Birmingham Bar Asso- 
ciation is correct in its broad interpreta- 
tion of what constitutes the practice of 
law, the definition would also include 
the activities of insurance solicitors in 
making applications for insurance. How- 
ever, the possibility that any bar asso- 
ciation might seriously try to include 
insurance agents among the practition- 
ers of law is regarded as being as fan- 
tastic as an attempt to include the other 








Heads Conference 


——e 





L. D, CAVANAUGH, Chicago 


Executive Vice-president L. D. Cava- 
naugh of the Federal Life automatically 
becomes president of the Health & Acci- 
dent Underwriters Conference following 
the death of President A. E. Faulkner, 
Mr. Cavanaugh is prominent in the 
activities of the organization. 








classes mentioned by the Birmingham 
defendants such as real estate agents and 
automobile salesmen. 

In the current fight bar associations 
are by no means of a single mind. Many 
lawyers feel that the attempt to crowd 
out lay adjusters from their wonted field 
is dictated purely by selfishness and is 
against sound public policy. In general, 
the agitation to exclude non-lawyers 
from functions they now handle comes 
from the younger attorneys who are 
having an extremely tough time making 
a living. Those who believe that some 
functions under discussion are handled 
just as well and perhaps better by lay- 
men than by lawyers fear that the legal 
profession is getting itself in wrong 
with the public by insisting on a course 
which may be regarded as being solely 
for the pecuniary benefit of the lawyers 
themselves. 

The general belief is that when every- 
one concerned has had his say, the law- 
yers who are now most insistent about 
excluding laymen from borderline func- 
tions will have cooled down consider- 
ably and the net result will not consti 
tute a very great change in the present 
method of handling fire and casualty ad- 
justments, while the possibility of the 
squabble extending to life insurance will 
have vanished. : 

While the chance of the present im 
broglio affecting life insurance 1s ap- 
parently remote, lawyers jealous of their 
prerogatives have in the past occasion- 
ally questioned the right of life agents 
to give the comprehensive sort of ad- 
vice that goes with a thorough job of 
planning the setup and distribution of a 
policyholder’s life insurance _ estate. 
However, this situation has never a& 
sumed anything like the proportions 0 
the current trouble between the bar and 
casualty adjusters. 


A. B. Olson on Coast Trip 


A. B. Olson, vice-president of Guar- 
antee Mutual’ Life of Omaha, and 
Dwight E. Keider, director of agencies 
western division, are in the midst of 2 
visit to all agencies throughout Califor- 
nia and the Pacific northwest. They 
intend to return to Omaha the — 
part of September, at which time eg 
agency school for new men will start. 
There is to be a large delegation 4 
newly appointed agents from the be 
ern division in attendance at that school. 


The 1938 Unique Manual-Digest 's = 
best statistical source book buy 
year. $5. National Underwriter. 
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Fidelity Mutual Meeting 
Being Held at Asheville 





Leaders Club Program Is Diver- 
sihed—I nstallation of New 
Officers and Directors 





ASHEVILLE, N. C. — Nearly 200 
members and guests of the Fidelity Mu- 
tual Leaders Club were present when 
Vice-president F. H. Sykes opened the 
annual convention. Following the invo- 
cation by W. H. Hamilton of Philadel- 
phia and the opening address by Chair- 
man Sykes, the assemblage was wel- 
comed by President Walter LeMar Tal- 
bot. 

He reviewed a number of the subjects 
which are giving life underwriters con- 
cern and without minimizing their im- 
portance showed some of the plus fac- 
tors involved. In concluding he sug- 
gested if the agents really wished to 
worry they could share one of his and 
then touched briefly upon the subject of 
the mounting burden of taxation which 
necessarily must be borne by the policy- 
holder. 

For many years a high spot in Fidel- 
ity conventions has been the installation 
of the officers of the Leaders Club—a 
colorful ceremony in the lighter vein 
directed by Prof. John D. Mahoney of 
the Philadelphia school system. This 
year Mr. Mahoney was cast in the part 
of Julius Caesar and in a manner which 
adroitly avoided both personalities and 
political implications, gave an amusing 
resumé of dictators throughout history 
—weaving in the appropriate designa- 
tions for the winners of offices. 


Officers and Directors Installed 


The officers so installed were: Presi- 
dent, R. W. Campbell, Altoona, Pa.; 
vice-president, J. E. FitzGerald, San 
Francisco; second vice-president, H. N. 
Lyon, San Francisco; secretary, P. J. 
Grogan, Johnstown, Pa.; treasurer, Sid- 
ney Rice, Indianapolis. 

The directors are: T. M. Green, Bal- 
timore; L. C. Burwell, Jr., Charlotte, N. 
C.; Myron E. Watson, Boston; F. L. 
Bettger, Philadelphia; Karl Collings, 
Philadelphia; J. H. Brennan, Chicago; 
C. A. Kratz, Baltimore; F. A. Eades, 
Roanoke, Va.; C. K. Gordy, New Ha- 
ven, and D. F. Denton, Topeka. 


R. W. Campbell’s Talk 


R. W. Campbell, Altoona, Pa., new 
president, was first on the educational 
program. Taking the significant title, 
“You Asked For It,” he went back to 
the conditions which led him to enter 
life insurance and step by step pointed 
out the pitfalls he encountered and how 
he overcame them—described his work- 
ing methods in detail. 

Thursday morning program was inau- 
gurated by the installation of the mem- 
bers of the “August Order of the 
Gordian. Knot”—the 77 men highest in 
new paid volume in the seven weeks 
'rom July 11 to Aug. 27. The “Gordian 
Knot” for this contest was the “Sum- 
mer Slump.” C. P. Mayfield, manager 
ot publicity, conducted the installation. 


C. T. Feddeman’s Analysis 


C. T. Feddeman, agency assistant, 
presented a careful analysis of the work 
anes of the officers and directors of 
: : club as compared with others in the 
leld, relating such items as weekly 
number of calls, of prospects seen, of 
real interviews and of sales. 

Reo Stanton Hale, Atlanta, conducted 
t, Panel On prospecting which included 

- F. Denton, Topeka; C. K. Gordy, 
“a> yen; “yoy oe Green, Baltimore, 
st aul Wechsler, Philadelphia. Fol- 
ries this number, James H. Brennan 
es Icago discussed ways and means 
: uccessful prestige building under the 

: of “Prestige and Progress.” 
sind Playlet followed in which the cast 
ia ed Manager E. H. Schaeffer, Har- 
“urg; R. F. Tull, secretary of the 


Company; FE, M. Horn, Harrisburg, 





Life Insurance Best Form 
of Investment Security 





LOS ANGELES—Insurance, in this 
age of social mania for security, pro- 
vides the best form of investment se- 
curity, said John W. Davies, Northwest- 
ern Mutual Life, in talking on “An In- 
sured Investment,’ before the open 
forum of the Life Underwriters Asso- 
ciation of Los Angeles. Mr. Davies 
classified man’s proper financial spheres 
thus: 

“1. Struggle. Here is youth and its 
eternal fight to win not only bread but 
a place in the sun. 

“2. Accumulation. This era comes 
after the early struggle. No longer is 
there a groping for a place in the scheme 
of things, for the maturing man now 
finds he can lay aside a little money to 
build a better life. Speculation is attrac- 
tive, for it offers capital appreciation 
quickly. It is risky, but it appeals to 
the man still young enough to take jolts. 

“3. Conservation. Here is the final 
stage, when safety of accumulations is 
paramount. Hot young blood is cooled 
and the struggle for gain is forgotten 
in the fight to hold.” 

The rule of three groupings is not of 
universal application, but brokers, in- 
vestment counsellors and investment 
bankers should be trained to place their 
clients accurately in economic group- 
ings, and use every power to keep them 
confined to their proper spheres of ac- 
tivity, said Mr. Davies. 

When estates of financiers are settled 
their life insurance usually proves their 
best investments, which testifies to the 
value of the underlying principle of di- 
versification employed in_ insurance. 
Endowment insurance provides safety of 
principal, regular and dependable in- 
come, fair income, marketability and 
freedom of care. 

John W. Yates, Massachusetts Mu- 
tual Life, presented figures compar- 
ing endowment insurance and_ the 
“baby” bonds of the government as an 
investment. In making his comparison, 
Mr. Yates stressed the fact that, in ad- 
dition to the higher return, the endow- 
ment afforded life insurance protection. 
A $1,000 investment in a single payment 
ten-year endowment policy will return 
a slightly higher interest return than 
the same amount invested in U. S. sav- 
ings bonds, he said. 








agent, and C. L. Pontius, supervisor of 
agencies. 

Friday will be opened with a break- 
fast for C. L. U. members. The first 
number on the scheduled program will 
be a “Professor Quiz” panel, directed by 
Paul Johnson, Cincinnati, with H. W 
Redington, agency department, as score- 
keeper, and including the following con- 
testants: R. E. Davis, Columbia, S. C.; 
F. A. Eades, Roanoke, Va.; W. H. 
Hamilton, Philadelphia; F. H. Jannuzi, 
Pittsburgh, and E. Clare Weber, Cleve- 
land. 

C. L. Pontius, supervisor of agencies, 
will cover the new “Programmed Es- 
tates” kit in a talk on the topic, “Tai- 
lored to Fit,” which will embrace the 
technique of successful programming. 

A playlet, “The Envy of All the 
Boys” is scheduled next, including the 
following characters: F. L. Bettger, 
head office agency; G. H. Dorwart, head 
office agency; H. W. Redington, agency 
department, and V. L. Phillips, head 
office agency. 

The play centers on the delivery of 
an “Income for Life” policy at the office 
of the insured and in the presence of 
several employes who are greatly im- 
pressed with the advantages of the plan. 


Annual Awards 


The annual awards for outstanding 
performance in the field will be next 
announced. C. B. Metheny, Pittsburgh, 
will present the app-a-week awards to 
those showing continuous weekly pro- 
duction for the Leaders Club year. C. 








H. Jones, Columbia, will present the 
library award to the agency showing 


the highest percentage of increase in 
convention qualifications, and M. E. 
Watson, Boston, will present the presi- 
dent’s trophy to the leader whose pre- 
vious club year’s business shows the 
highest persistency. 

Final place on the program has been 
given to Irvin Bendiner, counsel of the 
Philadelphia and Pennsylvania Associa- 
tions of Life Underwriters, speaking on 
“What's the Use?” 





Restrict Michigan Moratorium 


LANSING, MICH. — Although the 
Michigan legislature extended from 
Nov. 1 until next July 1 the expiration 
date of the moratorium law affecting 
real estate mortgages and land contracts, 
apartment properties, subdivisions, and 
other holdings not considered strictly a 
“homestead” were excluded. 

There is some fear that the new act 
may not be constitutional as it may be 
held to involve class legislation. Defi- 
nite specifications of a “homestead” are 





set forth, making it apply to farms of 
not more than 160 acres with dwelling 
house and appurtenances, and to village 
- city homes on not more than four 
ots. 


Estate Taxation Booklet Out 


Prentice-Hall has published a booklet, 
“Taxation Affecting Life Insurance,” to 
provide estate owners and life insurance 
men with the essentials of taxation un- 
der the 1938 revenue act and other gov- 
erning statutes. Information on taxa- 
tion affecting life insurance, life insur- 
ance trusts and annuities is presented in 
question and answer form. Two answers 
are given to each question wherever pos- 
sible, first, a simple, clear statement of 
the tax effect of the transaction, and sec- 
ond, the provision of the governing stat- 
ute or the regulation, ruling or decision 
on which the answer is based. Where 
no official material is available for a di- 
rect answer, an unofficial editorial answer 
is furnished. 











AMBITIOUS? 


Are you ambitious enough to climb 
to the top of life insurance selling—to 
have a general agency of your own? 
Do you have the vision, perseverance 
and courage to step into an unusual 
general agency contract? 


If you have, here is your BIG OP- 
PORTUNITY to become a full fledged 
general agent under direct contract 
with one of the fastest growing, most 
successful life insurance companies 
in the East. 


All we ask is that you show a per- 
sonal paid for production of $100,000 
during the last year; feel that there 


isn't much chance of growing with 
your present company and have 
family responsibilities. 


Here is your chance to secure a 
liberal general agency contract with 
a company that knows how to help 
you build a profitable general agency. 
It's an opportunity to establish your 
own business; develop your own sales 
force; inérease your earnings and be- 
come the head of a permanent busi- 
ness in your own community. If you 
are interested, don't delay writing Mr. 
William J. Sieger, Vice-President, for 
the complete details of this excep- 
tional opportunity. 


Right now there are several good openings in Pennsylvania; 


New Jersey; Rhode Island; 


Maryland and Delaware. 


BANKERS NATIONAL 


LIFE INSURANCE COMPANY 


Montclair § ” 


ye New Jersey 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 
W. L. MOODY, JR., President 


& 
Thirty-third Annual Statement, December 31, 1937 


Insurance in force 


$671,629,425.00 


Industrial and Ordinary 


Operating from Coast to Coast, from the Great 
Lakes to the Gulf, in Cuba, Puerto Rico and Hawaii 


Strong 


Friendly @ Progressive @ 





‘“*CALEMETER’’ 


DIRECT-MAIL ADVERTISING 


Simplifies Prospecting... 
Secures More Interviews !/ 


This attention-arresting direct-mail 
folder pictures, not Life Insurance, 
but PROTECTION, RETIREMENT, 
EDUCATION, TRAVEL, MEDICAL 
CARE, FREEDOM FROM DEBT— 
all the ambitions every man holds 
for himself and his fem. It breaks 
down the cost of any and all these 
things to SMALL CHANGE .. . to 
be deposited daily in "CALEME- 
TER" ... the modern calendar coin 


bank! 


“CALEMETER" is the finest '"Sales-Closer ever to be 
placed in an.Insurance man's hands! This new direct- 
mail approach gets the interview ... and "CALE- 
METER" gets the signed application. Write for full 
details. 


ZELL PRODUCTS CORP., 536 Broadway, New York, N. Y. 


(J Please send Estater Calemeters @ $1.00 each for 
, together with samples of direct- 
mail folder campaign. 
(J Send sample direct mail folders only. 





AN “APP” A DAY THE CALEMETER WAY 














Pew Takes Stand Against 
Federal Supervision 


Iowa Commissioner, However, 
Not Hostile to “Unprejudiced” 
Federal Insurance Investigation 


SIOUX CITY, IA.— Commissioner 
Pew of Iowa, in addressing the annual 
meeting of the Iowa Association of In- 
surance Agents here, expressed the be- 
lief that with the present degree of ef- 
fective cooperation between the states, 
federal supervision of insurance is 
neither necessary nor advisable from 
the standpoint of the public, policy- 
holder, agent or company. 

“IT am sure,’ he went on to -say, 
“that no commissioner is opposed to 
any unprejudiced investigation that may 
be made by any agency of the federal 
government touching on any _ transac- 
tions within the business that may be 
material to any related field with which 
these federal agencies are primarily con- 
cerned. I am sure that if the assistance 
of the state insurance departments is 
sought, it will be wholeheartedly given. 


Transactions by Mail 


“One argument that has been ad- 
vanced in support of federal supervision 
is the difficulty of state regulation of 
transactions conducted through the mail. 
Inasmuch as the government has full 
control of the mails it seems that the 
clear duty rests upon it to keep them 
clear of any fraudulent scheme, whether 
they be conducted under the name of 
insurance or otherwise. The exercise of 
that responsibility does not to my mind 
conflict in any way with the duty of 
state supervision of insurance, but is 
rather a companion to it.” 

The Iowa department and that of 
other statés, Mr. Pew declared, have been 
cooperating with the postal authorities 
for some time in the investigation of un- 
savory insurance schemes, “particularly 
those involving the operation of benevo- 
lent societies that have been driven from 
State to state and still continue to func- 
tion through the medium of the mails.” 
Mr. Pew commended the postal authori- 
ties for the zeal with which they have 
pursued these investigations. 

_ The zone system of examinations of 
insurance companies, sponsored by the 
National Association of Insurance Com- 
missioners, according to Mr. Pew, func- 
tioned very satisfactorily for almost two 
years. “There have been occasional dis- 
locations on account of the reluctance of 
some of the states to cooperate in the 
examination of their own companies and 
also infrequently on account of threats 
of other states to conduct independent 
examinations. There is, of course, still 
room for improvement as to the system, 
particularly to my mind as to the quali- 
fications and compensation of examiners. 
There is, however, no question but that 
the system as a whole represents ma- 
terial progress, and its advantages heav- 
ily outweigh any of its defects. It can 
and will be improved as time goes on.” 

Mr. Pew is chairman of zone 4, com- 

prising eight middle western states. 


Savings Bank Investigation 

A .special recess legislative committee 
has been appointed by the president of 
the senate and speaker of the house of 
the Massachusetts legislature to investi- 
gate the amount of insurance issued on 
any one life by savings banks, under the 
savings bank life insurance act, to re- 
port at the next session in January, 1939. 


Florida Taxes Over Million 


TALLAHASSEE, FLA.—Taxes paid 
by insurance companies in Florida went 
over $1,000,000 for the fiscal year ending 
June 30, 1938, for the first time since 
1930, when they were $1,014,487. The 
1937-38 total was $1,043,385 as shown in 
the annual report of Commissioner 
Knott. Company licenses brought in 
$69,550; agents licenses, $77,091; 2 per- 
cent premium tax $877,467. 





Marketing Plan 








HAZEN P. AIKEN 


Hazen P. Aiken in the I. W. Hellman 
building at Los Angeles, well known 
life insurance sales manager, is develop- 
ing the “Aiken Plan” which is the re- 
sult of experiments he has conducted 
during the last four and a half years show- 
ing how life insurance marketing can be 
done at a profit. Mr. Aiken was manager 
of the Home Life in Los Angeles and 
for some years was connected with the 
Continental Casualty and Continental 
Assurance at the head office in Chicago 
in the agency department. Mr. Aiken 
says as to his plan: 

“You, no doubt, have heard the sug- 
gestion often made to insurance men 
which goes ‘walk into the prospects of- 
fice with your insurance story in the 
same manner you would walk in if you 
had just found his watch on the street 
and were there to return it.’ In other 
words ‘hop’ yourself up with a false mo- 
tive. The ‘Aiken Plan’ resorts to no 
subterfuge. We actually deliver the 
watch! 

“Specialty selling as taught and prac- 
ticed today is nothing short of trickery. 
Its intention is to get the prospect to 
do something before he has thoroughly 
made up his own mind, and_ because 
this is so, the resulting public resistance 
always has stayed one step ahead of the 
system, and always will. The fact is that 
today we are experiencing an explosion 
resulting from gradually increased sell- 
ing pressure during the past several 
years, wherein the public mind has 
turned completely sour for the moment 
and refuses to buy even though people 
have during the same period, come to 
value insurance as an institution over 
and above all other forms of investment. 
They’ve gotten to the point where ‘they 
refuse to accept it even though they 
know it’s good.’ For proof—look at 
your life production figures. Do you 
think the dipping curve is all due to 
the depression? I know it isn't. 


Eight Burial Outfits Cited 


Eight more small burial bencfit ass0 
ciations in Detroit, which have failed to 
comply with terms of the 1937 act bring- 
ing them under supervision of the _ 
igan department and _ requiring $2,50 
deposits, are targets of receivership Pp 
titions filed by the department. a 
Ingham county circuit court, which ha 
already granted receiverships 1” two 
such cases and had under consideration 
action on two other associations, s¢ 
Sept. 9 for the hearing. 


Reopens Sacramento Office 

Commissioner Goodcell of Californs 
has reopened the Sacramento branch — 
fice. Mrs. Harriet O. French, formet’y 
in charge of that office prior to 1ts “a 
continuance in September, 1935, 15 to” 
in charge. 
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‘John Hancock Leaders at Quebec 





————— 


GUY W. Cox 
President, John Hancock Mutual Life 












J. HARRY WOOD 
Manager of General Agencies 


At the annual gathering of the John Hancock Mutual Life’s general agency 
leaders in Quebec President Guy W. Cox was presented with $6,800,000 business 


written in a special 10-day drive in his honor. 


J. Harry Wood, manager of 


general agencies, gave an inspirational talk, paralleling General Wolfe’s siege of 


Quebec with life insurance sales work. 








New Illinois Hand-Book Ready 


Twenty-sixth Edition of Important 
State Reference Book Contains 716 
Pages Packed with Insurance Data 








This week the 1938 edition of the 
Underwriters’ Hand-Book of Illinois is 
being distributed by THE NATIONAL 
UNDERWRITER. This is the 26th edition 
of this valuable reference book and con- 
tains 716 pages. 

This new book contains the complete 
and up to date data on Illinois insurance- 
wise. It lists all the agents in the state 
alphabetically by towns and gives the 
name of the agency; its members, other 
business done, if any, address and names 
of companies represented as well as the 
brokers license number. Complete in- 
lormation is given for fire, casualty and 
life, stock, mutual and reciprocal. In 
another section are given the companies 
licensed to operate in the state together 
with their officers, financial statement 
brief, field men and other data. The 
field men for fire companies and the 
general agents and managers of casualty 
and life companies are also listed sepa- 
rately alphabetically for easy cross- 
reference, 

The town classification for fire pro- 
lection is given, insurance organizations 
With their addresses and officers, statis- 
ucs showing fire insurance premiums 
and losses for five years with a classifi- 
cation of the business for 1937, casualty 
Premiums and losses for two years clas- 
sified and life insurance in force and paid 
for for six years, a showing of what stock 
lire and casualty companies write certain 
special lines, lists of attorneys and ad- 
justers specializing in insurance work 
and brokers license numbers for those 
who hold these licenses. 

lhis new Illinois Hand-Book is valu- 
able and interesting to anyone concerned 
with insurance in Illinois and contains a 
a mass of data. Its companion book 
ine aa Hand-Book of Chi- 
Cliche ° ished last month. The 
papa Coe gives complete informa- 
ry cago and Cook county, and 

ssued separately for convenience. 





Discuss Ideas That Work 


A round tabl di i s 
ae: fable discussion on “Ideas 
Ling i Working Today” featured the 
: all meeting of the Life Agency 
“upervisors of Chicago, 





Richman Locates in Boston 





Rearrangement of Territory by The 
National Underwriter Affords More 
Expeditious Services to Patrons 





Ralph E. Richman, vice-president of 
Tue NATIONAL UNDERWRITER, has moved 
his headquarters from Hartford to Bos- 
ton. His office will be at room 522, 25 
Huntington avenue, in the latter city. 
For the past five years Mr. Richman has 
been selling THE NATIONAL UNDERWRITER 
publications, services and advertising in 
New England, New York state outside 
of New York City, and Canada. About 
two years ago THE NATIONAL UNDER- 
WRITER opened an office in Toronto with 
William Cannon in charge and grad- 
ually the business in the provinces has 
been assumed by Mr. Cannon. The 
latter is also now taking over the devel- 
opment of agency business in most of 
New York state outside of New York 
City. 

The new arrangement enables Mr. 
Richman to devote almost his entire 
time, except for occasional trips into 
Canada, to the promotion of THE 
NATIONAL UNDERWRITER publications in 
New England. The work in New Eng- 
land may be carried forward with a 
minimum of traveling with Boston as 
headquarters and, although no office will 
be maintained in Hartford, it will now 
be possible for Mr. Richman to spend 
more business time in Hartford than 
was possible with a more extended ter- 
ritory to cover. 

In the past five years the subscription 
business of THE NATIONAL UNDERWRITER 
publications has shown a marked in- 
crease in New England. Among the 


& Surety Bulletins.” In addition to his 
work on business development, Mr. 
Richman will continue to report con- 
ventions in New England and to aid 
local correspondents in covering the 
news of that section. 


Lead in Qualifiers 


The home office agency of the New 
England Mutual Life led in qualifiers 
for the Banff, Alta., agency convention 
this week with 18 agents. The Fowler 
agency of Chicago was a close second 
with 17 qualifiers. 













Splendid Openings 
for T WO MEN 


in Southeast Florida 


I; you would like to live and work in 
pleasant, progressive, Southeast Florida, 
representing an old-line life insurance 
branch office, established for more than 
15 years, here’s your opportunity. The 
men we select may look forward to 
financial success and to a permanent 
home in this delightful region. In your 
letter give details as to your qualifica- 
Write to Box H 93, National 
Underwriter, A-1946 Insurance Exchange, 


tions. 


Chicago, Illinois. 


























PROVIDENT 


registers gains for 
first half of 1938 


$118,000 gain in total premium income, 
or 3.2% above corresponding period of 
company’s Golden Jubilee Year of 
eh 6s 


Life Department gained 10% in pre- 
mium income; increased Ordinary in 
force by over $3,000,000.00 .... 


Accident Department gained 8.5%, in 
premium income... . 


Congratulations to a Field Force cap- 
able of such accomplishments. 


PROVIDENT 
Life and Accident 


Insurance Company 
Chattanooga—Since 1887—Tennessée 
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Epitrorr1at CommentT 








Self-Reliance, Vital and Important 


In THIs day of confused thinking and be- 
wilderment as to which road to travel, it 
is refreshing to have one of the truly 
independent and stimulating writers, 
Henry GoppArp Leacu, editor of the 
“Forum,” speak out plainly in his edi- 
torial foréword in the September issue 
on the subject of “Self-Reliance.” He 
finds that employment officers of our 
colleges report the discouraging reluc- 
tance these days on the part of graduates 
to accept jobs that require salesmanship 
or initiative. In commenting on this 
trend Editor Leacn says: “Our most 
crying need in education today is for the 
average child to learn by hard experi- 
ence how to earn a few dollars by his 
own efforts and how to save them. Self- 
reliance acquired in youth will surmount 
any depression, any experiment in so- 
cial security.” . 

These words from Mr. LEAcH come 
with greater potency because in a num- 
ber of ways he is in sympathy with what 
is being done in Washington. Yet he is 
unwilling to depart so far from the old 
fashioned virtue of thrift as to condone 
mass action. He plainly states that such 
cannot save America for democracy. He 
points out the fact that any government, 
no matter how modern and progressive, 
is in vain unless the citizen knows how 
to preserve his self-reliance. This can- 


Insurance Advertising 


THE insurance advertising men always 
develop very interesting programs and dis- 
cuss points of particular interest in their 
specialty. They do not indulge much in 
pyrotechnics or generalities. Once in 
awhile when a foreigner is put on the 


Forcing Companies to 


THE attempt of states or municipalities 
to squeeze more and more revenue out of 
insurance companies will undoubtedly have 
anything but a benign effect. For instance 
New Jersey has hoisted taxes on insurance 
companies to a point where NEW JERSEY 
Fire has discarded its New Jersey habili- 
ments and has clothed itself under the more 


not be done by Concress. It cannot be 
done at the polls. It was this same ele- 
ment of industry and self-reliance that 
built America. 

Editor Leacu asks: “What are the 
requisites of the good citizen in a democ- 
racy?” He answers himself and recites 
the five cardinal virtues of the free man 
as integrity, intelligence, self-reliance, 
initiative and cooperation. Under the 
New Deal he says: “We are placing na- 
tional emphasis on the first and last of 
these virtues, namely integrity and co- 
operation.” He concludes that no mat- 
ter how noble we are in helping the 
other fellow, our best efforts will in the 
end be futile if we do not keep our own 
minds disciplined and our own houses in 
order. 

Speaking further, he says: “No matter 
how enthusiastic our team work and 
cheering section or community effort, 
all will come to naught if we continue to 
pass the buck to the other fellow. Love 
thy neighbor indeed, cooperate with him 
in every kind of fair play but love him 
no more than thyself. The breakdown 
of self-reliance is a far greater disaster 
than economic depression.” 

Take 35 cents out of your budget, pur- 
chase the September issue of the 
“Forum” and read carefully this edi- 
torial. It will pay you. 


Men Active 


speakers program, he deals with salesman- 
ship or some feature of the work in the 
ken of the advertising manager. The sub- 
jects discussed are pertinent and up to 
date. The insurance advertising men are 
doing a magnificent piece of work. 


Friendly States 


friendly supervision of New York. Not 
long ago Philadelphia threatened to tax 
the mutual life companies to such an ex- 
tent that they all threatened to move to 
some other state. There is a limit beyond 
which forbearance ceases to be a virtue. 
The tax situation has just about reached 
the saturation point. 


Resting Solidly on Safe Investment 


IN THESE days when it is very difficult 
to decide on what form of investment to 
make, how to save money, how to build 
up any sort of an income for the day 
when incomes are impaired or stopped, 
those who have studied the subject very 
carefully rely on life insurance as the 
safest and most satisfactory method of 


estate building. Recently at an agency 
conference Vice-president J. C. Hicpon 
of the Business MEN’s ASSURANCE called 
attention to the many factors that enter 
into investments these days. There are 
hedged about the various investments 
so many regulations and the tax is so 
great that the income is greatly dimin- 





ished in comparison with what it was 
some years ago. 

Mr. Hicpon said that life insurance is 
still a favorable means of keeping prop- 
erty. There is a $40,000 exemption and 
if life insurance constitutes the entire 
estate the exemption is doubled. He 
called attention to the gift tax, allowing 
$4,000 a year in gifts. This can be 
used to build up an endowment on 
a child’s life or to be paid out as an 


annuity, which gives the moncy fre 
from estate taxes. The gift tax tse 
Mr. Hicpon declared, has created a ney 
opportunity for life insurance. 

In his -talk--he referred -to the 20,000. 
000 prospects that do not come unde 
the social security act. There is no pro. 
vision in the act for wives or dependents 
who are unemployed. Social security js 
available only to those who give up ali 
business or employment. 








_ PERSONAL SIDE OF BUSINESS 





J. J. Krist, vice-president of Washing- 
ton National in charge of its eastern di- 
vision, with headquarters in Baltimore, 
died the other day after a short illness. 
Mr. Krist was in charge of the eastern 
industrial business of the old National 
Life, U. S. A., of Chicago, starting 27 
years ago, and when that business was 
taken over by Washington National, Mr. 
Krist went with that organization. 


Fred W. Geibel, associate editor of 
the “Pacific Northwest Underwriter” of 
Seattle, is a Republican candidate for 
state representative in the 37th district. 
The general election will be held Nov. 8. 


M. B. King, general agent in Harris- 
burg, Pa., for Massachusetts Mutual 
Life, died at his summer home at Ster- 
retts Gap of a heart attack. He was 55 
years of age. He had been with Massa- 
chusetts Mutual since 1919, previously 
having been director of industrial educa- 
tion of the Pennsylvania department of 
public instruction. 


H. B. Veatch, 65, died from a heart 
attack at Evansville, Ind. After his 
graduation from Purdue University he 
went with the New York Life and was 
sent to South Africa to assist in estab- 
lishing branches there. He had been re- 
tired from active business for some 
years. 


A new book has appeared, “Complete 
Greek Drama,” by Whitney J. Oates 
and Eugene O'Neill, Jr. Mr. Oates is 
a member of the faculty of Princeton 
University, teaching Greek. Mr. O’Neill 
is a son of the famous playwright. Mr. 
Oates graduated from Princeton with the 
class of 1926 and is a son of J. F. Oates 
of Hobart & Oates, Chicago general 
agents Northwestern Mutual Life. He 
is a profound scholar. The book con- 
tains translations of Aeschylus, Soph- 
ocles and Euripides. One of the most 
interesting features comprises transla- 
tions from works of Aristophanes. 


J. W. Wyman of Des Moines, Ia., 
field auditor of the Bankers Life, and 
Mrs. Wyman celebrated their golden 
wedding anniversary there. Mr. Wy- 
man joined the Bankers Life in 1928. 


The “New Yorker” of recent date re- 
fers to Francis H. Low, who is con- 


nected with the sales department of the 


Home Life of New York, a graduate of 
Yale who won his spurs in 1935 when 
he caught a broad billed sword fish with 
rod and reel at Montauk Point. The 
“New Yorker” says that he returns 
every year hoping to do the same thing. 
The sword fish run off Montauk twice 
a year, early in July and late in Au- 
gust. Five years ago he caught a 705 





pound tuna off Ambrose Light, the 
United States record which still stands, 
The Museum of National History ha; 
one of Mr. Low’s catches, a 998 pound 
white shark he hooked off Brielle, N. J. 
This is the largest able bodied game fish 
ever taken with rod and reel. Mr. Low 
is a son of E. I. Low, chairman of the 
board of the Home Life. Mrs. F, ¥, 
Low is an expert with the rod and reel, 
And Father Low is also a fishing enthv- 
siast. They all go fishing together. 
Francis Low in 1934 fished off Long 
Island for 63 consecutive days. 


John O. Andrews, Union Central 
manager at Denver for Colorado and 
territory in adjoining states, celebrated 
his 25th anniversary with the company. 
His agency turned in a_ production 
record 23.8 percent above last year for 
the occasion. 

He received his training under the late 
M. G. Hodnette, whom he succeeded at 
the latter’s death in 1932, one of the 
most colorful and able men the Union 
Central has ever had. A native of Illi- 
nois, Mr. Andrews went west at the age 
of 29, where he met Mr. Hodnette, who 
sent him to Greeley, Colo. Later he was 
called to Denver, where for 19 years he 
assisted Mr. Hodnette in the Rocky 
Mountain agency. 

Mr. Andrews was one of the organ- 
izers of the Denver Managers & General 
Agents Association, served as a director 
since its organization, and is now pres 
dent. He has been active in the Colo- 
rado Association of Life Underwriters, 
serving as a director and a member of 
important committees. 


Col. C. B. Robbins, manager and ger- 
eral counsel American Life Convention, 
has had a military camp named after 
him, Camp Robbins, near Cedar Rapids 
Ia., encampment of Company D, First 
Regiment, Iowa National Guard. Rarely 
are military camps named after living 
men. Colonel Robbins, former assistant 
secretary of war and past Iowa depart- 
ment commander American Legion, #4 
years ago while a judge in Cedar Rapids, 
was captain of Company D, which this 
week is taking part in the All-Iowa Fait 
at Cedar Rapids. Colonel Robbins, after 
service in the Philippine insurrection, 
where he was twice wounded, and the 
world war, for years headed the Cedar 
Rapids Life before taking charge of the 
A. L. C. He has maintained active 1 
terest in things military. He has a large 
collection of rifle ammunition ranging 
from early Remingtons, such as were 
used on the plains during Indian fighting 
days; Mausers, German Mannlichers am 
other world war rifles, to the huge ant 
tank gun and one-pounder shells. On his 
frequent trips to Washington on A. lL. 


——, 
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(. business he renews acquaintance in 
army circles there and is thoroughly up- 
to-date on America’s military machine. 
A prized possession is the fine silk flag 
which was his official banner as assistant 
secretary of war. It is the custom, to 
give this permanently to an outgoing 


secretary. 





George M. Nettleship died in Los An- 
geles. He is survived by his wife, 
Harriet, and his son, Frederic M. Nettle- 
ship, who is secretary of agencies of 
Equitable Life of Washington, D. C., 
and is chairman of the Industrial Sec- 
tion of American Life convention. 

Mr. Nettleship was born in Yorkshire, 
Eng, and started his life insurance 
career with Refuge Assurance. In 1899 
he came to the United States where he 
had a long and varied career in life in- 
surance. He filled almost every field 
and home office position during his 
almost 50 years in the business, and 
traveled extensively in the course of his 
organization and educational work. He 
was well-known as an_ inspirational 
speaker and writer. 


CHICAGO 


MEYER MISSES FIRST CONVENTION 


J. H. Meyer, Chicago general agent 
for New England Mutual, decided 
against attending the convention of his 
company in Banff this week, because he 
has been suffering for the past few 
weeks with soreness in one of his legs 
and desired to continue with the treat- 
ments that he has been receiving. This 
is the first New England convention that 
he has missed in the 35 years that he 
has been with the company. Five men 
from the Meyer agency qualified, in ad- 
dition to Mr. Meyer, who qualified per- 
sonally by reason of his .own produc- 
tion. : 














SPEAKERS FORUM TO RESUME 


The Exchange Speakers Forum of 
Chicago will resume its dinner meetings 
at a gathering in the Central Y. M. C. A. 
Sept. 19. Dinner will start at 6 p. m. 
and will be followed by the regular 
meeting, whose plan calls for each mem- 
ber to deliver some dissertation. Har- 
old Lorenz is the president and Harold 
Peterson secretary, both of the Rock- 
wood Company. There were 27 mem- 
bers when the forum adjourned for the 
summer, That is about the greatest 
number that can be accommodated, but 
Persons interested in learning how to 
speak in public are urged to get in touch 
with Messrs. Lorenz or Peterson, or R. 
E. Baker, office manager Hartford Acci- 
dent, A-1329, one of the founders who 
has been most active. 


JOHNS ADDRESSES CHICAGO MEN 


_J. F. Johns, superintendent of agen- 
cies eastern division Reliance Life, was 
the luncheon guest of the Illinois depart- 
ment in Chicago. He paid tribute to 
Illinois leaders whose use of the lead 
Service and “perfect protection” sales 
helps have aided in setting standards of 
Performance. W. C. Peck, manager of 
the Illinois department, welcomed a 
Number of new appointees, including 

illiam Harnew, N. P. Catsadimas, R. 
P. Wisdom, W. H. Worth, and John B. 
Vary. The Reliance Life August busi- 
ness was by far the largest month this 


oe exceeding quota by over 20 per- 





PRESIDENT HAMILTON’S BIRTHDAY 


the resident Isaac Miller Hamilton of 
ed Federal Life of Chicago who re- 
8 many congratulatory telegrams 
. etters on his 74th birthday anni- 
versary which was also the occasion of 
A acc agency meeting held in Chi- 
80, repeated his intention at the 
ming of retiring at the 75 year 
ark, his post to be assumed by L. D. 
ees, executive vice-president and 

Ctuary, 
bint Hamilton related a few important 
ia hi - in his life at a luncheon given 
1S honor, steps which finally led to 








First Agency 











JACK WISEMAN 


The Jack Wiseman agency of the 
Franklin Life at St. Louis is the first 
office to pay for over $1,000,000 of busi- 
ness this year. Up to Aug. 31, the 
figure was $1,005,486. Mr. Wiseman 
started the agency from scratch with- 
out a man, on Aug. 31, 1936. 
years’ time, therefore, he has built up a 
leading agency. 





In two, 





principally among farmers. 
ties led him into the organization of a 





the presidency of the Federal Life in 
1900. Born at Ash Grove, IIl., in 1864, 
he entered a partnership at 16 to carry 
on a general retail business, which was 
His activi- 


private bank known as Young-Hamil- 
ton. He was admitted to the Illinois 
bar in 1899 and practiced for a time. 
He served as a Republican senator in 
Illinois from 1896 to 1900, later being 
called to Chicago to take the presidency 
of the Federal. Besides being the prin- 
cipal stockholder of the company, he is 
chairman of the board of the Lake 
Shore Trust and Savings Bank of Chi- 
cago and president of the Illinois Can- 
ning Company of Hoopestown, III. 


Texas State ‘Convention Held 





Equitable Society Marks the First 
Eleven Months of Its Operations in 
the Lone Star State 





The Equitable Society celebrated 11 
months operations in Texas with a three- 
day state convention at Camp Waldemar 
at Kerrville, at the foothills of the Davis 
mountains. About 80 attended. 


the state, Dallas, Houston and San An- 
tonio under the management of W. W. 
Klingman. The home office was repre- 


sented by Mervyn Davis, vice-president 
in charge of underwriting. Vice-presi- 
dent W. J. Graham sent a message of 


greetings and good will. 


The program dealt with the more 
practical phases of life insurance selling, 


selection of prospects, joint work, clos- 
ing methods, policyholder calls, centers 
of influence and prospecting in small 
towns. 

Particular reference was made to the 
outstanding accomplishments already 


achieved in Texas during the compara- 
tively brief period since the company 


entered. It is significant that at the end 
of January the combined Texas agen- 
cies held 49th position on the honor roll. 
At the end of the first seven months 
they stood 17th in volume and 27th in 
premium production. 

The conferencg maintained the high 
standard of enthusiasm that has charac- 
terized all other Equitable conventions 
of similar nature. The meeting was 
closed by Mr. Klingman who sent the 
delegates home with a lasting determina- 
tion to build a great agency organization. 
Mr. Klingman is remembered in life in- 
surance circles as the manager who built 


a $50,000,000 agency for the Equitable 


in the northwest. 





PERFECT 
PROTECTION 


assures against loss of life values 


The chances are 17 to 1 that a life insurance 
program will be interrupted, or discontinued 


through disability in some 


form... unless 


the program is planned with disability insur- 


ance. 


The Perfect Protection Policy—originated by 
Reliance Life—combines life with disability 


protection under one contract. 


It protects 


life insurance and prevents loss of life values. 
The insuring public appreciates this significant 
feature of Perfect Protection. 


Reliance Life meets every buyer’s preference 


by issuing Participating, 


Non-Participating, 


Juvenile, Retirement Income, Annuity, Sub- 
Standard, Accident, Health, Mortgage Redemp- 
tion, and Insurance for Women. 


These contracts 
surplus lines. 


are available to YOU as 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


Assets over One Hundred Million 


More than $450,000,000 of Life Insurance in force. 





The 
Equitable established three agencies in 





























Now..PACIFIC MUTUAL 
JUVENILE INSURANCE 


With the addition of a com- 
plete line of new, geared-to- 
the-need Juvenile Policies, 
Pacific Mutual's unusually 
wide range of personal cover- 
ages now serves the entire 
family unit. 


LIFE 
ACCIDENT & HEALTH 






Teche Mutual 
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CALIFORNIA 














Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
|| SAN FRANCISCO LOS ANGELES 











DISTRICT OF COLUMBIA 








Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 








ILLINOIS 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
160 N. La Salle St. Chicago, Illinois 
Telephone State 1336 





tess 











CONOVER & GREEN 
Consulting Actuaries 
Auditors & Accountants 


135 So. La Salle Street 
hicago 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 
Associates 
~~ a. A. 7 


M 
N. Mossovitch, Ph. Db. 
L. J. Lally 


Franklin 4020 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 








HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 








NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City ‘ 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Fred E. Swartz, C. P.A. 
E. P. Higgins . 
PHILADELPHIA 











Complete financial data, policy facts, 
rates and values in the 19388 Unique 
Manual-Digest. $5. National Under- 
writer. 








NEWS OF THE COMPANIES 





Mutual Life’s New Counsel 


L. W. Dawson Succeeds the Late F. 
L. Allen as Vice-President of New 
York Company 


The Mutual Life of New York has 
appointed L. W. Dawson, assistant gen- 
eral counsel, as vice-president and gen- 
eral counsel to succeed F. L. Allen, who 
died July 30. 

Mr. Dawson, a graduate of Cornell 
University, for several years practiced 
law in New York City. He became con- 
nected with the Mutual Life’s legal de- 
partment as a general assistant in 1928. 
He was made assistant general counsel 
in 1936. 


E. J. Faulkner Is President 


E. J. Faulkner, 27, has been elected 
president of the Woodmen Accident, 
Woodmen Central Life and Woodmen 
Central Health of Lincoln, Neb., to fill 
the vacancy caused by the death of his 
uncle, A. E. Faulkner. The Woodmen 
Accident was founded by his grand- 
father, and his father was president for 
a number of vears prior to his death in 
1931, thus continuing the executive con- 
trol through three generations. 

C. E. Spangler, veteran secretary and 
general manager of the Woodmen Acci- 
dent, who has been with that company 
for 45 years, becomes chairman of the 
board of the three companies. His son, 
R. L. Spangler, succeeds him as secre- 
tary. Dr. H. H. Everett, medical direc- 
tor of the life company, becomes vice- 
president as well. 


Features Business Upturn 


The Michigan Life has launched a 
three months’ production campaign to 
end Dec. 1, built around the upturn in 
business conditions. Prizes will be 
awarded the three high men in produc- 
tion. Newspaper-page sized _ circulars 
have been distributed to the field force, 
containing more than 50 clippings taken 
from daily papers within three days, all 
of them optimistic. 


Three Men Are Promoted 


The National Life of Canada an- 
nounces three new appointments at the 





In New Position 





W. T. WHITEHEAD, Kansas City, Mo. 


W. T. Whitehead who has joined the 
agency department of the Kansas City 
Life is well known as an educator and 
has developed many methods to assist 
salesmen. He was for some years con- 
nected with the agency department of 








the Northwestern National Life. 





home office. George M. Drury has been 
appointed chief accountant. He _ has 
been with the National Life for 18 years, 
all of which have been spent in the ac- 
countancy department. F. E. Fletcher 
has been appointed agency secretary. He 
has had considerable experience in field 
work, having spent eight years in vari- 
ous agency offices with the National 
Life, in addition to four years in the 
agency department at home office. 

M. Tudhope has been appointed 
supervisor of field service. He joined 
the National Life in 1937 after spending 
some years in advertising and sales pro- 
motion with the Canadian General Elec- 
tric Company. 


Berg Field Supervisor . 


The Equitable Life of Iowa has ap- 
pointed Arnold Berg as home office field 
supervisor. He became a member of the 
Indiana agency in 1932 following his 
graduation from the University of In- 
diana. He was successful from the first 
in personal production, and soon dis- 
played such aptitude for organization 
work that he was made a district agent 
of the Indianapolis agency at Blooming- 
ton, Ind., where he developed a success- 
ful production unit. 


Insurance Advertising Speakers 


The life insurance group of the Insur- 
ance Advertising Conference, which will 
hold its meeting at Osterville, Mass., 
Sept. 12-13, has secured an additional 
speaker, E. V. Alley of Alley & Rich- 
ards Advertising Agency, who will talk 
on “Advertising Agency’s View of Life 
Insurance.” It has offices in Boston and 
New York, Mr. Alley being in Boston. 
A: | Ss Taylor, advertising director 
United States Life, has taken as his sub- 
ject, “What does the ‘American system’ 
mean to the life insurance business?” 








NEW YORK 


Some N. Y. August Records 


The C. B. Knight agency of the Union 
Central Life in New York City paid for 
$1,703,028 in August as against $1,225, 

694 for the same month last year. For 
the first eight months, the total was 
$11,320,734 as against $13,992,972. 

Paid business of the J. S. Myrick 
agency of the Mutual Life for August 
was $1,189,501, as against $1,672,292 for 
August, 1937. For the year to date, busi. 
ness amounted to $12,671,404 as against 
$18,293,190. 

The Fraser agency of the Connecticut 
Mutual reports a 26 percent increase for 
August. Paid business for the month 
was $713,808. 

The H. L. Wofford agency of the 
Prudential paid for $540,155 in August 
as against $532,820 for August, 1937, 
August business also included $1,700,000 
in group and wholesale insurance. Aug- 
ust was the best month of the year in 
ordinary paid-for business for the 
agency. 


C. D. Connell’s Daughter Dies 


Miss Elizabeth Connell, daughter of 
C. D. Connell, general agent in New 
York City Provident Mutual Life and 
former president New York City Life 
Underwriters Association, died after a 
brief illness. Miss Connell was 20 years 


old. 


Larkin Men Qualify 


Manager R. E. Larkin of Connecticut 
General Life in New York City and 15 
assistant managers and agents of that 
office have qualified for the Connecticut 
General Life.three-day convention this 
week at Swampscott, Mass. Qualifica- 
tion was based on meeting sales require- 
ments set for a seven-month period. 











LOW 


Pure Protection 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 


COST 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessaty to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LiFE INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM” 
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~ LIFE SALES MEETINGS 





— 


Federal Life’s Regional 





President Isaac Miller Hamilton Is 
Honored on 74th Birthday at Chicago 
Gathering 





The Federal Life of Chicago showed 
an increase of over 7 percent in accident 
and health business for the first six 
months, which is 2 percent better than 
that reported for all companies. Presi- 
dent Isaac Miller Hamilton in an intro- 
ductory address urged more than 50 
managers, gathered from mid-western 
cities in Chicago for the first of a series 
of regional agency gatherings, to con- 
tinue to strive for an even greater mar- 
gin of sales before the close of the year. 
The initial meeting was also held in 
Chicago to celebrate the 74th anniver- 
sary of Mr. Miller, who has been presi- 
dent of the Federal Life since it was 
organized in 1900. 

George Barmore, vice-president and 
superintendent of agencies, presided at 
the morning and afternoon sessions 
which were devoted to an explanation 
of the new series of “streamliner” con- 
tracts and acted as master of ceremonies 
at the birthday luncheon honoring 
President Hamilton. The “streamliner” 
series, recently introduced, offers com- 
bination life and accident and health 
policies for men. In addition the com- 
pany has issued a leader combination 
for women. 


Cavanaugh Is Speaker 


L. D. Cavanaugh, executive vice-presi- 
dent and actuary, sought to stimulate 
interest in the sale of these contracts by 
comparing managers to passenger 
agents whose business is to place the 
advantages of “streamliners” before the 
public. All managers have been assigned 
quotas for September which has been 
set aside as Hamilton month. Mr. 
Cavanaugh also stressed the importance 
of selective business, urging managers 
not to “book” passengers unless they 
measured up to highest standards. The 
“streamliner” series, he said, is a sincere 
attempt on the part of the company to 
put into the hands of agents a new 
modernized service. A. L. Thompson, 
secretary and assistant actuary, read 
through the contract, explaining the im- 
— features and answering ques- 
1ons, 

H. R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, in addressing the meeting stated 
that President Hamilton was one of the 
best informed men in the accident and 
health business, having helped organize 
the conference and for many years act- 
Ing as president. Mr. Gordon stated he 
did not foresee any immediate interfer- 
ence Irom government health insurance 
Proposals. From 10,000,000 to 14,000,000 
people are voluntary holders of accident 
and health contracts, he said. 

it was announced that the Federal 
Life Club and Managers Club will hold 
their annual conventions next summer 
rae York at the time of the world’s 
fair. The Managers Club will meet 
aay following the Federal Life 


At the luncheon a large birthday cake 
i bouquet were placed before Mr. 
> gana as gifts of the executive home 
om ioe Telegrams and letters of 
it wiedgment were read. Mr. Ham- 

on has announced his retirement for 
Rext year, 

Pi T. Bockemuehl, field superinten- 

“i ma Federal Life and former 
fo a lcé supervisor of the Shenan- 
‘nie gave an illustrated talk on his 
an Ae approach which he has used 
life stully in selling the combination 

and accident and health policies. 





Th 
holga, Joh" Hancock Mutual Life will 


a sales confer 
the 3 ence and luncheon at 
if Adelphia Hotel, Philadelphia, Sept. 





Close Meeting with Banquet 





President Dale of the University of 
Idaho -Gives Address Before North- 


western National Agency Leaders 





“Life insurance men represent the 
only agency ever devised which for gen- 
erations has succeeded in meeting the 
most pressing fears that beset humanity 
today,” Dr. Harrison Dale, president of 
the University of Idaho, told the North- 
western National Life agency conven- 
tion party at its banquet in Vancouver. 

“The way to meet the haunting fears 
of insecurity and old age which beset 
the world today is through those de- 
vices and institutions that throngh long, 
and at times bitter, experience have dis- 
covered how to do so in accordance 
with sound economic and business prac- 
tices,” the speaker said in an inspiring 
talk which might well have been ad- 
dressed to life insurance men every- 
where. “Life insurance alone has suc- 
ceeded in dispelling these economic 
fears of mankind.” 


O. J. Arnold Toastmaster 


Under the able guidance of President 
O. J. Arnold, who acted as toastmaster, 
the banquet provided a fitting climax 
to the convention of the 280 Northwest- 
ern National Life field men and their 
wives. 

Members of the “1938 Big Ten” were 
specially honored at the banquet, but 
every agent present was awarded the 
qualified underwriter’s insignia by Pres- 
ident Arnold who expressed his gratifi- 
cation that all who made the trip had 
fully paid for it by consistent perform- 
ance measuring up to a high standard 
over a 15-months period. 

The usual series of meetings charac- 
terizing most convention trips was dis- 
pensed with at this convention in favor 
of a carefully planned schedule of indi- 
vidual conferences between home office 
officials and department heads and 





Peoples Life Meeting 
Held at Grand Beach 








E. 0. BURGET 


The Peoples Life of Frankfort, Ind., 
held its agency meeting at Grand Beach, 
Mich., this week, starting Wednesday 
morning.  E. Burget, president, 
brought greetings. The home office 
men making addresses were Cashier O. 
I. Cohee, Actuary H. W. Smith, Vice- 
president R. M. Malpas and Vice-presi- 
dent A. C. Louette, head of the agency 
department. Another speaker was Col. 
T. R. Hill, president Rexair, Inc. Lead- 
ing members of the Challengers Club 
also spoke. 













members of the agency organization. To 
facilitate this program the home office 
convention contingent included, besides 
company officers and ranking agency 
department officials, the heads of sev- 
eral departments and units with which 
the company’s field men have close and 
continuous contact, but ordinarily only 
through correspondence. 





Preducers Convention Held 





Atlantic Life People Are at Virginia 
Beach— Club Members Are Given 
Special Attention This Week 





VIRGINIA BEACH, VA.—The an- 
nual producers convention of the Atlan- 
tic Life of Richmond, Va., held here this 
week, is attended by nearly 100 people. 
R. V. Hatcher, secretary and superin- 
tendent of agencies, is in charge of the 
program. 

Forty men and women have qualified 
for membership in the Aces. Club, and 
eight representatives have doubled the 
production requirement, thereby being 
entitled to bring their wives to the meet- 
ing as guests of the company. The 
Leaders Club, in which are numbered 
the largest producers, includes these 
eight and four others. 

The silver cup offered annually by the 
president of the company to the agency 
having the best renewal ratio for the 
year has been won by Baltimore under 
the direction of Clayton Demarest, Jr., 
general agent. The cup will remain in 
competition until won by an agency for 
a second time. 





Houston-Galveston Convention 


Great American Life of San Antonio 
is holding its agency convention in 
Houston during the week that the Na- 
tional Association of Life Underwriters 
is in session there. The agents will then 
be taken to Galveston for the week-end 
of Sept. 24. There will be an all-day 
fishing party Saturday and a dinner 
dance that evening. The party will 
number about 100. President Charles E. 
Becker and Mrs. Becker will be in 
charge. 





Business Men’s Convention 


_The second of a series of four re- 
gional conventions being held by the 
Business Men’s Assurance this fall, con- 
vened at Colorado Springs, Colo., Sept. 
6. Attending this convention were sales- 
men who qualified on a paid production 
basis, together with their wives, repre- 
sented from Utah, Idaho, Texas, Okla- 
homa, Kansas, Missouri and Colorado. 
In attendance from the home office were 
W. T. Grant, president; J. C. Higdon, 
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vice-president, and H. Ramsey of the 
sales department. 

The first day was devoted to recrea- 
tion, with a sightseeing tour up Pike’s 
Peak in the afternoon and a steak fry 

‘that evening at the Garden of the Gods. 
Business sessions were held in the 
mornings of the next two days, with the 
afternoons spent in recreation. 


General Mutual Convention 


The annual agents’ convention of the 
General Mutual Life of Van Wert, O., 
is being held this week at the ‘Catawba 
Cliffs Beach Club on Lake Erie. This 
convention eliminates all long business 
sessions and rewards the leading pro- 
ducers for their efforts to insure per- 
sistent production during the previous 
year. 

Only a very short business session 
was held, most of the time being given 
over to swimming, yachting, fishing, 
golfing, tennis and such sports for com- 
plete relaxation. 

C. M. Purmort, president; L. G. Pur- 
mort, vice-president and treasurer; G. A. 
Berger, secretary; C. E. Lindemann, 
superintendent of agencies, and D. C. 
Remmy, assistant secretary, are among 
the home office executives present. 


To Meet at Green Lake, Wis. 


Leading agents of the Connecticut 
General Life will meet for a three-day 
regional conference Sept. 12-14 at the 
Lawsonia Hotel, Green Lake, Wis. The 
attendance was based on qualification 
in a seven months’ period ended Aug. 1. 


F. M. Petree to Resign 
OKLAHOMA CITY—F. M. Petree 


will resign as assistant insurance com- 
missioner of Oklahoma Sept. 15 to be- 
come receiver in this state for the Amer- 
ican Life of Detroit and later enter pri- 
vate business. He will be succeeded by 
J. F. Gibson, Oklahoma City attorney. 
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LIFE AGENCY CHANGES 





Perkins Assumes New Post 


Pacific Mutual General Agent in 
Seattle Welcomed by Other Agency 
Heads 


Lloyd A. Perkins, who becomes 
Washington general agent of the Pa- 
cific Mutual Life with headquarters in 
the Skinner building, Seattle, has long 
been identified with insurance work in 
the state. The Pacific Mutual has been 
a factor in Washington owing to the 
strong and intelligent service of Gen- 
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LLOYD A. PERKINS 


eral Agent Dwight Mead, who has been 
one of the outstanding accident and 
health men in Washington. 

Fellow managers and general agents 
in Seattle were guests at a luncheon 
honoring Mr. Perkins. Hugh S. Bell, 
Equitable Life of Iowa, president Se- 
attle Life Managers Association, acted 
as toastmaster. Speakers who paid trib- 
ute to the new general agent included: 
C. C. Thompson, Metropolitan Life, past 
president National Association of Life 
Underwriters; H. J. Stewart, West 
Coast Life, secretary Washington state 
association; J. F. Habegger, Northwest- 
ern Mutual Life, president Seattle Life 
Underwriters Association; Dwight 
Mead, prominent Seattle accident and 
health underwriter, who has been asso- 
ciated with the Pacific Mutual for many 
years; W. L. Waltz, manager Travelers; 
O. J. Lacy, president California-West- 
ern States Life, and W. R. Hoefflin, su- 
pervisor of agencies, from the home of- 
fice of Pacific Mutual. 


McKenna Unit Manager 


Irving G. McKenna has been made a 
unit manager in the Boston agency of 
the Continental American Life. He is 
well known in Boston as an agent and 
broker. Gerald M. Doherty is general 
agent and J. E. Fitzmaurice agency 
supervisor. Four months after opening 
his new agency Mr. Doherty took 
larger quarters at the same address, 10 
Post Office Square. An informal recep- 
tion was _ held, Rothaermel, 
agency vice-president, and Ralph E. 
Halstead, agency supervisor, attending. 


Made Associate at Decatur 


Cecil F. Abrams of Decatur, IIl., has 
been made associate general agent of the 
John Hancock Mutual Life. He gradu- 
ated from Millikan University in 1922. 
He has paid between $175,000 and $400,- 





000 each year during the 16 years he 
has been in the business. T. W. Boruff 
is general agent. 


State Mutual Names Griffin, 


Deforce as Assistants 


The State Mutual Life has appointed 
J. A. Griffin assistant general agent in 
its Philadelphia agency and J. A. De- 
force in the same capacity at Washing- 
ton. Mr. Griffin formerly was with the 
Prudential, and in 1933 while in its in- 
dustrial department was company leader 
in ordinary insurance for the United 
States and Canada. He went into the 
life insurance business in 1920 and in 
1921 became an assistant superintendent. 

Mr. Deforce entered life insurance in 
1927 after a varied career, chiefly in 
finance. He won the C. L. U. designa- 
tion in 1930, and is a former president 
of the Washington chapter. He is a 
graduate of George Washington Uni- 
versity. 


Brown South Carolina Manager 


The Unity Life of Columbia, S. C., 
has appointed Hugh Brown South 
Carolina state manager. He had been 
district manager at Columbia since the 
company was organized four years ago. 
It now operates in Georgia and Florida 
as well as in South Carolina. J. R. 
Hoile is president. 

Mr. Brown formerly was with the Mu- 
tual Life of New York and the Fidelity 
Mutual Life, of which he was agency 
secretary. 


Nichols Succeeds Haile 


Frank M. Nichols, formerly with the 
Carolina Life, has been appointed dis- 
trict manager of the Penn Mutual Life 
at Savannah, Ga., to succeed S. W. M. 
Haile, who, at his own request, has been 
made associate manager. Mr. Haile will 
devote most of his time to personal pro- 
duction. 


Mutual Life Indemnities has been in- 
corporated at Doland, S. to write 
insurance, 


Goes to Akron 








L. E. PRICE 


F. W. Durkee, general agent Bank- 
ers National Life in Akron, O., has ap- 
pointed L. E. Price as supervisor. Mr. 
Price was formerly with New England 
Mutual Life in Youngstown, O. He 
will divide his time between supervision, 
agency building, and personal produc- 
tion. 


‘will be lecturer. 
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Uses Holiday Dividend Plan 


London Life’s Novel Arrangement 
Facilitates Vacation Period Work fo; 
Industrial Agents 





LONDON, ONT. — For the last two 
years the London Life has arranged for 
the benefit of industrial policyholders a 
special “holiday” dividend at some time 
during the summer months. This divi- 
dend has the effect of cancelling one 
week’s premiums on all premium pay- 
ing industrial policies, except those js- 
sued in the current calendar year; in 
other words, the premiums are credited 
as though they had been paid, although 
for the week no money is collected, 
This is, of course, in addition to the 
regular dividends paid on industrial poli- 
cies. 

The distribution of this dividend in 
this way facilitates the arranging of the 
industrial agents’ summer holidays. Each 
year the members of the London Life 
industrial field staff are granted a ten- 
day vacation with pay and by arranging 
the application of the premium dividend 
to coincide with the holiday the agents 
are relieved of the responsibility and 
worry that would be involved in getting 
their collections into shape to leave, 
or the difficulty in getting them caught 
up again upon return to work. 


Paul Lemmle Is Honored 


The staff of the John Hancock, Al- 
bany, N. Y., agency tendered its man- 
ager, Paul Lemmle, a testimonial dinner 
and outing at Snyder’s Lake to cele- 
brate his 40th anniversary as a member 
of the John Hancock family. 

Felicitations from T. F. Temple, J. 
W. Messenger and E. M. Winslow, 
home office officials, were read after 
which a testimonial in the form of a 
scroll showing a writing of $191,000 or- 
dinary and $121.90 industrial and a gold 
watch were presented to Mr. Lemmle by 
the staff. The Capital City district man- 
agers also presented Mr. Lemmle a gold 
chain and fob. 

Invited guests included R. H. Pelham, 
field supervisor; J. L. Fleming, Jr., home 
office inspector, District Managers Philip 
Freihs of Schenectady, T. E. Meath oi 
Glens Falls, M. J. Fitzgerald of Am- 
sterdam and Manager and Mrs. C. C. 
Adriance of Brooklyn, N. Y. 


Eight-Week Tax Course to 
Start in Chicago Oct. 24 


An eight weeks’ course on federal 
taxes, wills and trusts, approved by the 
Chicago Association of Life Underwrtt- 
ers, will start in that city Oct. 24. R 
Spindell, of West & Eckhart, attorneys, 
The course also 1s €n- 
dorsed by the Chicago chapter of C. L. 
U. Classes wiil be held Monday nights 
in the Field building auditorium. 1¢€ 
will be $20, with reduction to $17.50 each 
if four or more in an office enroll. There 
will be lectures and open forums, with 
controlled questioning. In all, 24 sub- 
jects are to be covered in the course. 

This is one item in a program initiated 
by President C. B. Stumes of the Chr 
cago association to assist in putting 
themselves on sounder financial basis. 
Other projects aimed toward improving 
selling methods and making agents more 
successful are being considered by bn 
association. The theme will be ay 
out in many association activities in 
coming year. ; 

The C. L. U. chapter will resume 
meetings Oct. 3 and the sales gett 
clinics Nov. 3. The Life Insurance . 
Trust Council executive committee mé 
this week to formulate its year’s Pro 
gram. 


The Acme Hospital & Life has = 
licensed in Minnesota to operate on 
assessment plan. 
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~ LEGAL RESERVE FRATERNALS 





Reviews Nonmedical Line 





Dr. Dahl of A. O. U. W. in Fine Ex- 
position at N. F. C. Annual Conven- 
tion in Toronto 





Success of life insurance selection de- 
pends. on so many factors other than 
physical examination that this require- 
ment is relatively unimportant, Dr. 
John A. Dahl, medical director A. O. 
U. W. of Minnesota, told the Medical 
Section of the National Fraternal Con- 
gress at the Toronto annual convention. 

Other factors of equal importance are 
form and amount of policy, previous in- 
surance history, insurable interest, age 
and weight, residence, including climate, 
drainage, etc.; occupation, financial and 
social status, habits, marital relations, 
family and personal history, height and 
weight, agent’s report and home office 
data. 


Agent’s Report Valuable 


One of the most valuable factors in 
medical examination is the personal 
opinion of the examining doctor, which 
in the case of non-medical is secured 
through the agent’s report. Of the 16 
factors only five are nonmedical. Thus, 
Dr. Dahl said, the applicant really goes 
through a medical examination which a 
doctor does not make but which is done 
by the agent, home office and medical 
director. 

He said of paramount importance is 
selection, preparation and education of 
the agent so he may practice intelligent 
selection. Old line companies can se- 
cure persons of the type necessary to 
write nonmedical but Dr. Dahl asked 
whether they are available for small fra- 
ternals. 

It has been found first year mortality 
on nonmedical ordinary life plans was 
more than double that of medically se- 
lected business and second year mortal- 
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ity at least one and one-half times, which 
must be over-balanced by volume of 
business. As a rule maximum limit on 
nonmedical is $2,500. This has reduced 
fraud and antiselection, holding the 
nonmedical applications down to the 
farmer or mechanic classes. 

Mortality of nonmedical is much 
heavier after age 40, Dr. Dahl said. The 
serious factor today is morbidity and 
mortality in cardio-vascular-renal dis- 
eases beyond middle age, or about age 
45. 


Value of Inspections 


Dr. Dahl says there is no tendency 
to raise the age limit and the lower limit 
is 18 years. Most companies write both 
sexes except married women. Most 
companies request inspection reports on 
examined business and two separate re- 
ports on nonmedical. However, some 
companies figure that adverse inspection 
reports occur in only two-thirds of 1 
percent of cases so go without the in- 
spections. Dr. Dahl said it is perhaps 
safer to have disinterested evidence on 
which to base judgment. 

A company which has used great care 
in educating agents and utilizes modern 
home office selection methods should 
have favorable nonmedical experience, 
Dr. Dahl said. Five considerations are 
common honesty of the community, 
thrift underlying the contract, depend- 
ability of agents, thorough inspection 
and limitation to small amounts. 

The advantages of nonmedical are 
that it saves time and inconvenience of 
the applicant and the whole transaction 
may be completed in one visit. It helps 
the agent to close business and hastens 
issue of policies, and for the company 
reduces number of not taken policies. It 
avoids incompetent medical examination, 
facilitates business in territories not con- 
venient to a physician. 


Disadvantages Are Listed 


Some of the disadvantages are that it 
produces protection afforded by previous 
record, has increased mortality, possibili- 
ties of fraud, greater lapsation and the 
absence of examination may be used as 
a sales argument in anti-selection against 
the company: 

A questionnaire was sent to 84 
N. F. C. societies of which 53 replied. 
Among these 31 issued nonmedical, one 
of these having discontinued it this July. 
Dr. Dahl said 17 write adult nonmedi- 
cal; four have reduced the amount of 
policy and age limit; five or six ex- 
pressed themselves favorable and expect 
to issue nonmedical as soon as they can 
learn how others have fared with it. No 
part-time agent or new man is permitted 
to write nonmedical. 


I.0.0.F. Good Host at N.F.C. 


Meeting in Toronto 








Delegates to the Toronto annual con- 
vention of the National Fraternal Con- 
gress long will remember the unusual 
hospitality of the Independent Order of 
Foresters. This found expression in 
many kindly acts calculated to make the 
visit more interesting and pleasant. 

Frank E. Hand, head of the I.0.0.F., 
a native Missourian who nevertheless 
looks very much like a Britisher, and at 
the Toronto meeting confessed to Eng- 
lish ancestry, with his staff offered a va- 
riety of services. 

First was presentation to all of the 
nearly 500 fraternalists attending pam- 
phlets showing Toronto’s places of in- 
terest and an elaborate illustrated bro- 
chure of about 100 pages giving a com- 
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A New Monthly Income Disability Certificate is now 
being issued by the Independent Order of Foresters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. 


It is a modern plan for the business man, that fits well 
in this mechanized age when disability is more common. 


AND NOW! 


after nearly sixty years’ experience in the success- 
ful issuing of Total and Permanent Disability 
Benefits, The Independent Order of Foresters 
issues this new, all-embracing protective certi- 
ficate. 


IT REACHES FAR 


beyond the scope of ordinary insurance protection 
—it insures some income in the event of total and 
permanent disability. 


IN THESE DAYS 
of strenuous living, fast travel and automobile 
transportation, the disability hazard has become 
real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 


WRITE TODAY FOR FULL PARTICULARS 
ON THIS 


Modern Plan of Protection 


THE INDEPENDENT 
ORDER OF FORESTERS 


FRANK E. HAND, 
Supreme Chief Ranger 


Temple Building, 
Toronto, Canada 
























18 


HeNATIONAL UNDERWRITER 


September 9, 1938 








plete picture of the city and all its 
activities, business, official and social. 
The 1.0.0.F., with Mrs. Hand as 
hostess, gave a luncheon and afternoon 
party for ladies at the Royal Canadian 
Yacht Club, and also the third day was 
host on a tour of the city, winding up 
at the society’s orphans home. The so- 
ciety also provided pianists and an or- 
ganist to play during convention ses- 
sions, and a quartet of mixed voices 
for the banquet. In addition, box seats 
were provided at the annual Toronto 
exhibition which started the day after 
the N.F.C. adjourned. . 
And finally, baskets of Canadian 
grown fruit, picked specially only a few 
days previously, were presented to all 
attending. * Mr. Hand had a large 
1.0.0.F. delegation constantly at the 
convention hotel to assist the visitors. 


Fraternals’ Pa. Results in ’37 


The Pennsylvania department in its 
advance statistical report as of Dec. 31, 
1937, shows that the fraternals received 
from adult members in Pennsylvania 
during 1937, $14,343,867 and paid adult 
claims of $9,875,043. The fraternals re- 
ceived from juvenile members $102,498 
and paid in juvenile claims $14,510. 
Adult insurance in force was $628,157,- 
871 and juvenile in force $17,309,506. 


Conduct Photography Contest 


The monthly house organ of the Mod- 
ern Woodmen is conducting an amateur 
photography contest with monthly cash 
awards for the best selected pictures 
taken by members. The prize winning 
pictures are printed in the magazine. 
This was started in July, proving very 
popular among members. The judging 
is done by an outside advertising agency, 
Henry R. Freitag, director of publicity 
at the head office, Rock Island, IIl., be- 
ing in general charge. The Modern 
Woodmen members are proving them- 
selves capable of taking pictures worthy 
of professionals. 
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N. F. C. Vice-president 
Is Veteran in Field 














FRANCES D. PARTRIDGE 


Miss Frances D. Partridge, newly 
elected vice-president of the National 
Fraternal Congress, who, if the custom 
is observed, will become its president at 
the annual meeting in 1939, has attended 
the congress sessions since 1908, her first 
meeting being at Put-in-Bay, Ohio. 

Miss Partridge was born in White 
Plains, New York and received her edu- 
cation in Flint, Mich., where her girl- 
hood was spent. Her work as a fra- 
ternalist began in 1900 when she became 
associated with Bina West Miller, now 
head of the Woman’s Benefit Associa- 
tion, at headquarters in Port Huron, 
Mich. In 1911 she was elected supreme 
secretary at the same convention which 
selected Bina M. West supreme presi- 
dent. 

Miss Partridge has attended every 
N. F. C. session since her first one, and 
has a long and active experience in the 
varied interests of fraternal effort in this 
country. She has been active in the 
N. F. C. Secretaries’ Section, and also 
in the Fraternal Actuarial Association, 
where her practical experience has been 
of assistance. She is librarian of the 
actuarial association. 

Miss Partridge is a fraternalist, famil- 
iar with every phase of fraternal activity 
and technicality of organization. She is 
a parliamentarian, close student of 
changing trends of fraternal operation, a 
strict adherent to the principles of the 
lodge system. 

Her hobby is gardening and fine 
books. She is an active church worker 
and supporter of all civic interests in her 
home city, Port Huron, Mich., and also 
an active member of the Ladies’ Library 
Association there. 


The German Beneficial Union of Pitts- 
burgh has been licensed in Oregon. 


Home Office Suggestion Plan 


A home office. suggestion plan has 
been adopted by the Pacific Mutual Life, 
designed to encourage members of the 
home office personnel, down to the new- 
est juniors, to submit original ideas 
relating to service to policyholders, re- 
duction of expense, improvements in 
forms and working conditions, elimina- 
tion of waste, and better service to the 
field. 

The plan provides for cash awards 
ranging upward from $5 to $75 and in- 
cludes special annual prizes for the five 
best suggestions made during the year. 


Rodlun in New Office 


T. M. Rodlun, consultant on direct 
mail advertising and sales promotion, 
has opened an office in downtown Wash- 
ington at 1427 I street. Previously he 
had his headquarters at 4000 Cathedral 
avenue. 
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San Francisco Objectives 


Stresses 
in First 


President Motschenbacher 
Public Relations Program 
Message to Members 


SAN FRANCISCO—Presenting the 
“objectives” of the San Francisco Life 
Underwriters Association in the first 
general message to the membership 
since becoming president, V. T. Mot- 
schenbacher, manager Sun Life, urges 
an aggressive public relations program 
which will consistently and favorably 
present the life underwriter and the life 
insurance business to the public. 

Among the activities already sched- 
uled for the year is that of the research 
committee under the direction of G. S. 
Hauck, National Life of Vermont, 
which plans to distribute to several 
thousand people in all lines of endeavor 
a questionnaire which the committee 
hopes will reveal public reaction to life 
insurance, its merchandising methods 
and the general relation of life insurance 
agents to the general public. 

The civic relations committee under 
A. K. Deutsch, Equitable Society, has 
three announced major objectives: (1) 
A large mass meeting for policyholders 
of association members; (2) discussion 
before civic, industrial, professional and 
social organizations and (3) develop- 
ment of insurance committees in various 
civic clubs. Speakers for this work are 
to be provided by a speakers’ commit- 
tec under James M. Hamill of the Equi- 
table. Mr. Hamill is holding “classes” 
at which members are to present their 
talks for criticism and perfecting before 
they are presented to the general public. 

K. Cassidy, Pacific Mutual Life, 
chairman of the membership committee, 


is contacting general agents and man-_ 


agers with a view to “inviting” into 
membership agents not now affiliated 
with the association, in line with the 
ideas of the National association for 
building membership. 


Mississippi Convention ‘ 

The first sales congress and conven- 
tion of the Mississippi Association of 
Life Underwriters will start at 12:30 
p. m., Sept. 16, in the Edward Hotel, 
Jackson, Miss. There will be a banquet 
that night. On the program are: John 
A. Witherspoon, general agent John 
Hancock, Nashville, Tenn., and trustee 
National Association of Life Underwrit- 
ers, “Building Prestige Through Moti- 
vation;’ Roger B. Hull, managing di- 
rector National association, “Sixty-five 
Million People, One Hundred and Ten 
Billion Dollars,” and W. Calvin Wells, 
vice-president Lamar Life. 

There will ‘be a meeting of managers, 
general agents, superintendents and 
supervisors, at which H. T. Burnett, 
vice-president and agency manager Re- 
liance Life, Pittsburgh, will talk on 
“Building an Agency.” Louie Throg- 
mortan, district manager Aetna Life, 
Shreveport, La., will speak on “Objec- 
tives of a Life Underwriter” at the ban- 
quet. 

All licensed life agents in Mississippi 
are invited to attend. Joe D. Lipscomb, 
P. O. Box 1788, Jackson, is chairman 
registration committee. 


Cincinnati “Prospectus” Printed 
The Cincinnati Life Underwriters 
Association has published a 
pectus” of its 1938-39 season. 
an attractively prepared booklet. 
contains a message from President 
George J. Woodward. It includes large 
size pictures of speakers who are to 
address the meetings together with a 
few paragraphs about each one. They 
include Earl F. Colburn, Connecticut 
Mutual general agent, Rochester, N. Y., 
Oct. 14; C. P. Dawson, New England 
Mutual, New York, Nov. 18; Paul 
Speicher, Research & Review Service, 





Dec. 15; Louis Behr, Equitable Society 
Chicago, Jan. 19; Milton Sherman, Con’ 
necticut Mutual, Feb. 9; R. H. Thier. 
bach, general agent in Cleveland for 
Northwestern Mutual, April 13; Pay 
Sanborn, Connecticut Mutual genera] 
agent, Boston, May 11. The tri-state 
sales congress will be held in March 
and the June meeting will be devoted 
to the subject “Taxation As It Affects 
Our Business.” 

John C. Sebastian is chairman of the 
program committee. 


Hintzpeter “On to Houston” 
Chairman for Chicago 


Ed. C. Hintzpeter, assistant manager 
Hintzpeter Agency of the Mutual Life 
of New York in Chicago, has been ap- 
pointed chairman of the national con- 
vention attendance committee for the 
Chicago area. He is a director and js 
active in the affairs of the Chicago As- 
sociation of Life Underwriters, which 
has an active membership of 1,657. He 
predicts a large delegation from Chicago 
will be on hand for the National asso- 
ciation meeting in Houston, and has pre- 
pared a complete schedule of railroads, 
with estimated cost, and hotel reserva- 
tions, including advance information re- 
garding the various sessions taking place 
during the convention. Agnes Bruder, 
Robert Curry and George Grimm are 
on the committee to bolster the attend- 
ance from that city. Mr. Hintzpeter is 
also a member of the Life Agency Su- 
pervisors of Chicago. 

Before going into the life insurance 
business he attended the University of 
Illinois. He entered life insurance 15 
years ago as Office boy in the office of 
his father, Herman C. Hintzpeter, who 
has been associated with the Mutual 
Life since 1889 and now manages one 
of the company’s largest producing 
agencies in the United States. His early 
training as a producer qualifies him in 
his present position as an agency organ- 
izer. As a specialist in all underwriting 
principles of the company, he assists the 
agency force in matters requiring expert 
counsel pertaining to their underwriting 
problems, before cases are submitted to 
the home office. Although most of his 
time is spent in work of this kind, he 1s 
one of the agency’s and company’s lead- 
ing personal producers. 


Northern New Jersey—The first meet- 
ing of the 1989 season will be a luncheon 
Sept. 12. R. B. Hull, managing director 
National association, will speak. 


Boston—Arrangements have been made 
by President W. N. Watson for the 
association to take part in the national 
“Salesmen’s Crusade,” with the keynote 
“Sales mean jobs.” 


Oklahoma City—The season will start 
with a breakfast Sept. 12. J. F. Owens, 
president Oklahoma Gas & Electric 
Company, will speak. Officers will be 
installed:-S. E. Myers, Home Life, presi- 
dent; R. L. Baird, Equitable of Iowa, 
vice-president; M. R. Burnham, Great 
Southern Life, secretary, and J. R. Hen- 
ley, Equitable Society, treasurer. 


Eau Claire, Wis.—In spite of the re- 
cession there is still a large volume of 
business being conducted throughout the 
country and the life underwriter will 
find a ready market if he works to his 
own capacity, A. M. Nelson, Minneapolis 
manager of the Travelers, told the Chip- 
pewa Valley association meeting here. 


Jacksonville, Fla.—A course on “The 
One-Interview Sale” was given by A. M. 
Anderson of Los Angeles. 


Murrell Brothers’ Big August 


Murrell Brothers, general agents Mu 
tual Benefit Life in Los Angeles, report 
the biggest August in 40 years’ history 
of the agency, with 58 percent gain ™ 
paid business for the year to date as 
compared with 1937. 
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ales Ideas and Suggestions 





John Hancock Life Leaders 
Tell of Sales Successes 





Fresh prospects, programming, busi- 
ness insurance and wholesale insurance 
were stressed in the sales talks by lead- 
ers at the John Hancock Mutual Life’s 
annual convention at Quebec. 

“There are just two kinds of pros- 
pects, fresh and stale,” said Dwight 
Sayward, Portland, Me., general agent. 
“A fresh prospect becomes a stale pros- 
pect when you have called on him three 
times and haven’t sold him anything. A 
stale prospect never becomes a fresh 
prospect. There is a direct relation be- 
tween the number of fresh prospects and 
the number of signed applications and 
this ratio holds fairly constant at six 
to one—one application for every six 
fresh prospects. 

“We took 290 cases at random spread 
over nine agents and four years. We 
asked for certain information about 
those cases and here is what we found. 

“We got 86 percent of our business 
on the first three interviews and 14 per- 
cent on all interviews after the third. 
Thirty-nine percent of it came on the 
first interview and 29 percent on the 
second. .A little more than two-thirds 
of all our sales came on the first two 
interviews.” 


Analyzes Lapse of Time 


Mr. Sayward also extended his survey 
to find out the lapse of time between the 
first sales effort and the sale. The re- 
sult was his discovery that 39 percent of 
the business came on the first interview 
with no lapse of time; 55 percent came 
within two weeks of the first sales ef- 
fort; 9 percent came within the next two 
weeks, and 10 percent within the next 
two months. Only 12 percent came 
after one year. 

In determining the dollar value of a 
prospect, Mr. Sayward found each fresh 
prospect to be worth a little over $5.88 
counting first year commissions only. 

“If you want to make $25 today,” de- 
clared Mr. Sayward, “all you have to do 
is go out and find five fresh prospects, 
pursue them with your customary per- 
sistence, diligence and intelligence, and 
let nature take its course.” 


Eliminates Stale Prospects 


Mr. Sayward believes in getting rid of 
stale prospects and he does so by apply- 
ing the following four rules: 

“First, when you have had three in- 
terviews with a man, have tried to close 
three times and have been turned down 
three times, regard him as a stale pros- 
pect and weigh very carefully before you 
waste any more time on him. 

“Second, ask your man if he really 
wants the insurance. Sometimes he 
will surprise you and say yes, but some- 
times he’ll say no, he isn’t going to buy 
anyhow. Then think of all the time 
you've saved. 

Third, try to close on each inter- 
view. 

“And here’s the fourth and final rule: 
when you are convinced that your pros- 
pect is a china egg, take his prospect 
card out of your file, tear it ruthlessly 
ah pieces and cast it to the four 
winds.” 


a 


BUSINESS INSURANCE 
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Howard H. Cammack, St. Louis gen- 
eral agent, was chairman of the business 
msurance round table. 

There are five assets of a business 
Which can be protected by business life 
Msurance,” said Emerson Carey, Jr., 








Wichita, Kan. “They are administrative 
or executive ability, selling ability, finan- 
cial brains, technical or operating skill, 
strategic position.” 

Mr. Carey believes that the present 
and the near future offer a particularly 
great opportunity for the sale of busi- 
ness life insurance, because as the length 
of time policies are in force increases, 
there will be more deaths of executives 
and officers who are covered by busi- 
ness life insurance, and consequently the 
benefits will become more apparent. He 
also regards as a plus factor for the life 
underwriter, the constantly changing 
personnel in business—new men with- 
out prejudices, who are willing to make 
a move even though it may lack prece- 
dent in the organization. 

“There is also an extra estate tax 
consciousness in the minds of many 
people, which makes members of the 
corporation more conscious of the loss 
which would be occasioned by the death 
of an important member,” said Mr. 
Carey. 


Leads to Personal Sales 


The business insurance approach often 
leads to important sales of personal in- 
surance, said J. Bruce MacWhinney, 
Newark. “When the business insurance 
sales presentation is completed, we have 
a complete picture of the individual’s 
situation from a business angle, his 
share in the partnership or his stock 
holdings and its worth and we know his 
income. We may know something 
about his family and personal desires. 
We know how much insurance he has 
and what distribution, if any, has been 
made. A lot of additional data has been 
divulged during the presentation. 

“The very nature of the discussion has 
brought forcefully to the attention of 
the prospect the fact that he cannot ex- 
pect his:salary to be continued to his 
wife. He also knows, due to his ex- 
perience, that the business after his 
death may not produce dividends to his 
family each year. 


Rude Awakening 


“Although he has in the past felt a 
tremendous sense of security, in that he 
was part of a prospering business, he is 
now awakening quite rudely to the fact 
that the future, so far as his family is 
concerned, is far from being guaranteed. 

“In the circumstances, with the infor- 
mation you have secured and the natural 
reaction that has developed in the pros- 
pect’s mind, where in the world could 
you find a better prospect from a per- 
sonal need angle than such a man, even 
though you have not been successful in 
consummating your primary objective— 
the sale of business insurance.” 


Stock Purchase Plans 


“We have to get technical,” said Dar- 
win Medaris, Chicago, in discussing 
stock retirement plans and business pur- 
chase agreements which “appeal to busi- 
ness men as the only sound solution to 
the problem of how to dispose of close 
corporation stock at the death or retire- 
ment of a stockholder, and how to pro- 
tect the survivors in the business.” 

In financing such an agreement with 
life insurance, six things must be pro- 
vided for, said Mr. Medaris: 

1. The obligation to buy and sell 
binding the heirs. 

2. The valuation of the stock. 

3. The sinking fund to guarantee the 
purchase price. 

4. The machinery for completing the 
transaction automatically. 





5. The withdrawal of a stockholder 
during his lifetime. 

6. Future changes in the plan. 

When the situation arises of a stock- 
holder who cannot pass an insurance ex- 
amination, Mr. Medaris has the agree- 
ment altered to include a separate stock 
retirement fund in which annual pay- 
ments are made, and which is held by 
the trustee and invested so that at the 
death of the uninsurable stockholder’s 
interest the surviving stockholders will 
make up the difference. If necessary, 
they may borrow on their policies to 
help raise this money. 


Must Accept Terms 


‘“‘An important part of the agreement,” 
said Mr. Medaris, “is the acceptance of 
its terms by the wives or nearest heirs 
of the stockholders. Such provision will 
prevent, as far as possible, legal én- 
tanglements brought about by lawsuits 
of heirs who feel they should receive 
more in settlement of their interest in 
the corporation. 

“From the tax viewpoint, a stock re- 
tirement plan must take estate, inheri- 
tance, and income taxes into account. 
The value of the stock at the insured’s 
death will be subject to state inheritance 
and federal estate taxes. The insurance 
proceeds paid the decedent’s estate will 
not be subject to tax, but will supply 
the cash required to pay taxes on the 
value of the stock.” 

In conclusion, Mr. Medaris said: “Stock 
purchase plans are not hard to sell, but 
they are not always easy to set up. No 
two cases are alike. Don’t let the pros- 
pect know it is a problem, but see that 
he gets the best lawyer for this sort of 
work that can be found.” 


Objections Not Strong 


It is easy to sell the idea of stock- 
purchase life insurance to a small cor- 
poration, according to William A. Berry- 
man, St. Louis, “because what you sell 
is not life insurance but an automatic bill 
of sale—the agreement for transfer of 
stock control.” Furthermore, objections 
will not be strong, because the majority 
stockholder of the corporation will see 
the advantage to his estate, and the 
lesser stockholders will look upon the 
expenditure as the purchase price for 
their control. 





PROGRAMMING 





The round table discussion on pro- 
gramming was conducted by Edwin R. 
Erickson, Buffalo associate general 
agent. 

‘““There is no stronger appeal to the 
young family man in need of a life in- 
surance program than the appeal to the 
emotions—and there is no better solu- 
tion to his problem than a combination 
of ordinary insurance with term protec- 
tion for the years when his children are 
growing up,” said Manuel Camps, Jr., 
New York City general agent. 

“The strength of programming and 
the reason that it is producing sales, is 
that the prospect is led unsuspectingly 
face to face with his own picture,” said 
J. Kenneth Wyard, supervisor Floyd H. 
Chase general agency at Albany. 

Programming, according to Mr. Wy- 
ard, leads a man to face facts. “When 
he pictures his family living on without 
him—on the proceeds of his present life 
insurance—do you think it makes him 
want to buy more life insurance? — It 
does me! 

“In developing your programming in- 
terview, organize it so that it is definite 
and complete. Follow as much as pos- 
sible the same order or routine for each 
presentation that you make. If you do, 
from experience you will find that most 
people have about the same objections 
and they will come up at about the 
same place in the discussion. Then you 








can anticipate their reactions and will 
be well qualified to overcome without 
difficulty the objections and excuses. 

“Don’t attempt any short cuts, even 
though you feel sure of having a good 
picture-taking interview. Later you will 
regret it and realize that you have 
omitted some essential steps.” 

Cecil F. Abrams, associate general 
agent at Decatur, Ill, gave a demon- 
stration of the sales talk he uses when 
interviewing a doctor and which he calls 
“An Investment Diagnosis.” He ap- 
proaches the doctor on the basis of mak- 
ing a diagnosis of conditions of his in- 
vestment and suggests that he would 
like to point out conditions that need 
correction, just as the doctor would if 
he were examining him physically. 


Chooses Motivating Point 


C. E. Drury, Jr., Dayton, O., failed 
to get sufficient information for pro- 
gramming by practicing the two inter- 
view system so he developed another 
procedure which has been successful. 
He chooses a motivating point, which in 
the case of a married man is protection 
of his family and carries through his 
demonstration up to the point of the 
death benefit. Then he begins his fact 
finding by asking the prospect if the in- 
surance is to be paid in a lump sum and 
to whom. This opens the way to a dis- 
cussion of settlement options under 
which he writes the various objectives 
to be accomplished with the insurance, 
and gets the prospect to decide the 
amounts necessary. This whole proce- 
dure, says Mr. Drury, does not require 
more than 20 minutes and gives the 
agent all the information he needs to 
make a sound programming proposal. 

Where the prospect is single, no at- 
tempt at fact finding for programming 
is made unless he fails to close on the 
retirement need. He then inquires as 
to the man’s present insurance and 
makes a quick calculation of the amount 
of income the cash value will provide at 
age 65. This demonstration of what is 
usually an inadequate amount often 
leads to the purchase of the complete re- 
tirement program. 





WHOLESALE INSURANCE 





“One of the important things to re- 
member in presenting wholesale insur- 
ance is to get to see the right man,” said 
Urban Weber of Detroit. Mr. Weber 
asks the people whom he canvasses for 
ordinary if their employer has group in- 
surance, making notes of the informa- 
tion obtained and then calling on the 
employer. Lists of businesses that em- 
ploy more than 10 employes may be ob- 
tained from local chamber of com- 
merces, manufacturers’ associations, 
business men’s associations, telephone 
directories, by observation, newspapers, 
magazines and by cold-canvass. 

Mr. Weber says that he does not find 
it difficult to get to see the employer. 
“IT just go call on him,” he said, “tell 
him my story and he will usually lend a 
ready ear, especially in times like these 
when employer and employe relationship 
is so important and the establishment of 
good will among employes is paramount. 

Mr. Weber said that his wholesale 
insurance cases provide good leads into 
other business. When soliciting em- 
ployes for their individual applications, 
he gets as much information as possible 
about the applicant’s family, stressing 
the point that the company will name 
not only his wife as beneficiary, but also 
his children as contingent beneficiaries. 


Easy to Sell 


“Wholesale insurance is easy to sell,” 
Mr. Weber emphasized, “and once 
placed on the books very seldom lapses. 
There are many cases where firms have 
grown to tremendous size and millions 
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of dollars of additional ordinary and 
group insurance have been sold. I per- 
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ness just through selling one good 
wholesale case.” 

In discussing salary deduction insur- 
ance Robert Pitcher, Boston, said that 
one of the best ways to get a salary de- 
duction franchise is to first sell a num- 
ber of individual policies in a company 
before going to the employer. 

“The most difficult part of selling sal- 


ary deduction,” said Mr. Pitcher, “‘is 
IN NEW YORK 


selling the employer the idea. The best 

lead is a company that already has some 

form of group insurance. I went to the 
treasurer of a company and suggested 
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explain contingent beneficiaries, settle- 
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ment options, etc., to them. When I 
made it clear to him that I would not 
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expect you? 











suggest new insurance except where the 
income or needs warranted it, he gave 
me helpful data about each employe. 
According to my time control records, 
I’ve averaged $4.39 per hour in the last 
12 months from this one company.” 
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Mr. Pitcher recommended the method 
of going to officers and directors of 
companies whose competitors already 
had given franchises to the John Han- 
cock. The desire of management to 
meet competition in employe relations 
as well as in sales and production is a 
strong factor in producing salary reduc- 
tion cases. 

“At the present time there is a tre- 
mendous interest in pensions. If an em- 
ployer expresses an interest in these 
plans, but finds that his company cannot 
consider spending any money on pen- 
sions, a suggestion of a pension plan 
that will cost him nothing—namely, sal- 
ary deduction insurance—is likely to 
click with him.” 

In salary deduction prospecting the 
agent should arrange, if possible, for 
the use of a desk or private conference 
room for interviews with employes. If 
this cannot be arranged, the agent 
should leave his hat and coat in the coat 
room and not approach an employe with 
hands full of papers or carrying a brief 
case. Mr. Pitcher warned against talk- 
ing to employes in a group, stating that 
it is ineffective. 


Ordinary a By-Product 


Arthur M. McCarthy, home office 
group representative, stated that ordi- 
nary prospects can be secured as a by- 
product of a group case. Employes 
consider the selection of the group com- 
pany as a definite recommendation of 
the company by their employer. 

Mr. McCarthy devised a method of 
discovering prospects for group insur- 
ance by making a survey of all industrial 
organizations in a certain community. 
He got the information by calling the 
office manager of each company and 
saying to him: 

“T am conducting a survey in our city 
with respect to group insurance and the 
purpose of my call is to inquire whether 
or not your company has a group plan.” 

‘He then followed up with these ques- 
tions: 

“Are your employes insured under a 
group accident and sickness plan? 

“Does your company have life insur- 
ance in force on the lives of its key 
officials with your company as benefi- 
ciary? 

“Does your company usually place its 
insurance through any particular agent 
or broker? 

“Making this survey,” said Mr. Mc- 
Carthy, “was more simple than I imag- 
ined. I found that I could make about 
25 calls an hour, so it took only a few 
days to complete the survey, which re- 
sulted in my securing information con- 
cerning the group insurance status of 
each business organization in my terri- 
tory. Well over half of the companies 
available for solicitation did not place 
their insurance through a broker. This 
made them real prospects for me.” 

R. R. Swigert, Baltimore, presided at 





R. W. CAMPBELL 


R. W. Campbell, Altoona, Pa., was 
installed as president of the Leaders 
Club of the Fidelity Mutual Life at its 
agency convention. 








the round table discussion of mass in- 
surance. 

Individual policyholders are an excel- 
lent source for wholesale prospects, 
according to J. R. Jones, Indianapolis, 
When servicing a policyholder, if he 
finds no wholesale or group included in 
his present insurance set-up, Mr. Jones 
asks about his employer and the number 
of employes. “This almost always 
arouses his curiosity and he starts ask- 
ing questions as to how he can get it. 
Then I find out who in the firm would 
probably handle a matter of his nature, 
If he doesn’t know, I find out from him 
who would know. I never use the em- 
ploye’s name in approaching the em- 
ployer unless I have his consent.” 

Employes to be insured under a 
wholesale plan should be approached 
individually, and not talked to as a 
group, Mr. Jones said. “I recently lost 
a case because the employer insisted on 
presenting the plan to his employes as 
a group. He wanted to do the explain- 
ing and the selling all at once, which is 
extremely difficult even for one experi- 
enced along that tine. The employes’ 
individual personalities are different, and 
the same appeal will not apply to all 
alike.” : 

Although she has never specialized in 
group life, Mrs. Martha Boott, Boston, 
gets 25 percent of her ordinary business 
from her group contacts. By selling 
group during difficult times she has 
often kept her production record up, 
when otherwise she might have lacked 
business. 


Too Many False Terms 


“The life insurance man’s vocabulary 
is being cluttered up with too many 
false terms,” said W. I. Pittman, Bir- 
mingham, Ala., general agent. i; 

“We should not think of an inferiority 
complex as if it were a deadly disease. 
If a man does not have a sense of attain- 
ment, he will never make any advance- 
ment. You may not be selling as much 
insurance as some outstanding leader in 
your company, but if you recognize your 
inferiority, you can do something about 
at.” 

Successful producers often can get 
good ideas from mediocre agents, said 
Anthony J. Klug, Rochester, N. 
Such ideas may have an entirely new 
and different slant on an old idea. En- 
thusiasm for new ideas gets results. 
Study is an element in success, said Mr. 
Klug. “Learn how to study. A few 
minutes each day should be spent study- 
ing one particular phase; not merely 
reading about many phases, but apply- 
ing yourself to learn one.” 
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MEET FATHER AND SON 
S. B. Parker joined Bankers Life of Nebraska in 1917. 
For 21 years he has been a steady producer with an 
ever increasing volume. And now, J. F. Parker has 
joined his father as a special agent. What finer tes- 


timonial could be found for a business or a com- 
pany than to have a father — his son to become 
© baslete etait rs Life of Nebraska is 


proud of the Parkers—and the > hides endl aaa Salads 


Bankers Life 


COMPANY S Nebraska 


HOME OFFICE - LINCOLN 







































THE 


GUARDIAN LIFE 


INSURANCE COMPANY 


A MUTUAL COMPANY 





OF AMERICA 
NEW YORK CITY 








GUARDIAN. * 


ESTABLISHED 1860 















Easy to get Prospects to Talk 
with this “Show Lase Wallet 


Hand it to a prospect and start to explain it. He will become interested 
in the Wallet and soon you will both be talking Life Insurance 





The Behr Viso-Wallet, plastic bound and with transparent plastic —_— today say their biggest bugaboo is fighting through 


envelopes, was developed by Louis Behr, the famous million-dollar objections in the approach in order to get an interview, 
producer of Chicago. It is one of the best interview-getters ever In our opinion the VISO-WALLET is the answer. It gets around 


a . : ; . the usual difficulties in the approach and automatically puts you 
evined ‘end Ote: Boles han guegessd en nape ua faint Se into an interview. Just place the VISO-WALLET in the hands of 
gives not only his method of using the “Viso-Wallet” as an Approach, 


your prospect and start to explain it. 
but also his entire programing system covering both small and large i : 
cases. This “Manual” is given FREE with 5 “Viso-Wallets”. The VISO-WALLET is thus exceedingly valuable in the approach 


even though you never make an audit — and one wallet can be 
ie Vso - Wallet has the following advantages: 


used for this purpose over and over. 
1. Provides an interesting visual approach. 


Does $t Work ? 


Because the methods of one man cannot always be used suc- 
cessfully by another man, and because Mr. Behr with his talent and 
experience might be able to sell a million dollars a year with a 
system which the average Underwriter could not use, it was 
suggested that a number of other Underwriters experiment with the 
Viso-Wallet before it was placed on the market. Following are a 
few of the reports: 


2. Applies to the small policyholder and the large policy- 
holder; and to a first-year man as well as a veteran. 


3. Saves much time in programing and auditing. 


4. Provides an automatic sales track for the sales interview. 


“Since receiving the Behr Viso-Wallet from you I have called on 10 prospects 
with the following results: 


4 new applications for a total of new business amounting to $11,700. 
3 call-backs for September, and 3 with no new Insurance to be written 
at this time, but with a very good chance of procuring additional 
business by the end of this year. 


“You may rest assured that I am very appreciative and expect to increase my 
production perhaps 50% by the use of the Behr Viso-Wallet. Enter my order for 


fifty wallets.” I. M. Kanarish 


“I took your “Viso-Wallet’ out with me and showed it to seven people, three 
of whom I had never called on before. 

“I have never been much of a fellow for ‘gadgets’ in selling Insurance, but 
this thing is a peach. You can write an order now for 50 of them as soon as 
they are ready for delivery. I think it is the greatest single attention-getter 
that I have yet seen.” Felix D. Simon 
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Order Sample Outfit Under Money-Back Guarantee 
Sample Outfit consists of: 


1, One “Viso-Wallet” containing 5 4. A Manual of instructions contain- 
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of Wallet 10!/, x 61/4, Inches x 1 Inch Thick 


transparent plastic envelops hold- 
ing 8 policies. 


. Three sample audit or “Digest 


Cards”, one each for $12,000, $17,- 
000 and $27,000 of Insurance —- for 
canvassing purposes. 


. Three blank “Digest Cards” for 


auditing and programing a pros- 
pect’s Life Insurance. 


ing complete directions, including 
a word-for-word approach, a qual- 
ifying presentation, a fact-finding 
interview, an explanation of how 
to complete the charts and build 
the program in the office, the 
second or closing interview, and 
sample letters for change-of bene- 
ficiary clauses. 


THE DIAMOND LIFE BULLETINS 
420 East Fourth Street 
Cincinnati, Ohio 


Please send me one complete Outfit of the “Louis Behr Viso-Wallet Program- 
ing System” at $3.00. It is understood that I may return this material in 
ten days for full refund of my money if I am not delighted with the system. 


CJ Check enclosed C] Charge my account 


STREET ADDRESS... 
CITY AND STATE... 











